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They showed us a secret of happiness 


They came as strangers to a wild land, and none of 
them knew which day would be the last. 


Never in the old country had they known such a 
winter: the wind so cold, the food so scarce, the enemy 
night so filled with dread. 


Never had they worked so hard, paying with aching backs 
for every shelter raised against the cutting wind. 


Everywhere they went, Famine and Death watched them 


with pale expectant eyes. And by the end of that bitter year, 


there was hardly one among them who had not lost 
to the cold earth someone he could not live without. 


Then these men and women who had nothing sat down to 
a hearty feast, filled with gratitude for what they had. 


We who follow them sometimes wonder why. 
Did they know some secret of happiness, denied to us, 
that made them so glad for so little? 


And then we think back—back to some personal wilderness 
we have all been through in our time. Perhaps there was 
once a day when simply to feel the sun again, to smell another 
morning’s freshness, to hear a child laugh again was 

miracle enough—a time when just to find oneself alive 

was a gift beyond belief. They had their lives; no man 

has more. 


They had freedom, too. They were where they wanted to be. 
They could go where they chose to go. 

All the days ahead were theirs to use as they pleased. 

They owned themselves; no man owns more. 


Remembering this, we join their feast, 
brothers to all the wise men whom trouble has taught 
to look at what they have, and not at what they lack. 
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“It’s so much better this way—feeling that we are free to come and go...” 
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T MADE a pleasant sight. . . the quiet, elderly 
I couple with their packages piled beside them on 
the waiting-room seat. They kept looking at the 
schedule of outgoing trains on the blackboard across 
from where they sat. 


“We still have twenty minutes,” the man said. 
“Train’s a little late.’”” The woman nodded. “Busy 
week-end for everyone, I guess.” 


They sat in silence for a few moments and then 
the woman said, “‘Wonder who he looks like— Fred 
or Emily?” The man smiled and said, “‘No telling 
till we get there.’”’ He looked at the station clock 
and said, ‘“Wish the train would hurry up. I’m sure 
anxious to meet our latest grandchild!”’ 


“And so am I! In a way, I wish Fred and Emily 
didn’t live quite so far away, because then we could 
see them more often. And yet, if they lived any 
closer, I’m afraid I’d be pestering the life out of 
them.” 


“The man nodded. “It’s better this way. Even 
though Fred is our son, I’ve always felt that a man 
deserves a chance to work out his own life without 
too much family interference.”” He chuckled and 
said, ‘““You and I, of all people, should know about 
that—remembering how many family obligations 
we had to put up with in our own early years.” 


His wife smiled a wistful little smile. “Yes, it 
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seemed for a while that there were so many people 
who needed looking after that we scarcely had time 
to look after ourselves. First there was your dad, 
then mine, and then .. .” 


“Yes, there was always something.” He recalled 
how involved in family problems they were the year 
Fred was born. It was then that Dave Thomas had 
come to the house to talk with them again about 
their life insurance program. Dave had pointed out 
that besides protection for the family, their life in- 
surance could be a big help in making them finan- 
cially independent in their later years. So he took 
out the additional New York Life policy Dave had 
suggested—and he had had reason to be thankful 
many, many times since... 


He placed his hand on the pile of packages next 
to him and said to his wife, ‘Yes, it’s so much better 
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this way—to visit Fred and his family feeling that | 


we are free to come and go, knowing we will never 
be a burden to anyone.” 


The man at the gate had opened it and was jn 


announcing the arrival of their train. He couldn't 


help smiling as they passed him, because they looked | ;, 


so happy and so content with life. 
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MA Final Session 


"Registrations on Last 
"Day Raise Total 
‘to a New Record 










egistration figures at the L.I.A.M.A. 
yal meeting in Chicago got up over 
he 600 mark the final day, setting a 
sew attendance record. 

“There was keen interest in the mar- 
ket outlook panel at the final session. 
With Lewis W. S. Chapman acting 
i ~moderator, six experts discussed 
sich timely matters as the effect of the 
woposed revisions of New York’s ex- 
nse limitation statute, the entry of 
smpanies into the A. & H. business, 
the effect of increased term insurance 
mitings on agents’ incomes, the rise 
9 brokerage business, the place of 
oup insurance, and the reported neg- 
of some segments of the market, 
tably the “blue-collar” category. 

‘Mr. Chapman, who is L.I.A.M.A.’s 
or of company relations and can 
ib with the best of them, introduced 
$ participants in his panel with a little 
al background material on each 












Woodson Discusses Term 


si 
B. N. Woodson, managing director of 
National Assn. of Life Underwriters, 
discussing term insurance, said it seems 
difficult to uncover facts, but it is 
a fact that all ordinary new business 
went up 115% from 1940 to 1950, but 
term insurance sales have gone up even 
more sharply. He said a Society of 
Actuaries study showed an increase in 
the proportion of term sold from 16% 
of the total ordinary sales in 1946 to 
4% in 1948. 

Institute of Life Insurance figures, 
he said, show that term insurance was 
6% of total insurance in force in 1942 
and 10% in 1949. Mr. Woodson said 
comparison of leading producers’ busi- 
ness in the “All-Star” issue of the In- 
surance Salesman showed that the aver- 
age leader of 160 companies had an 
average volume in 1950 90% above his 
140 counterpart, but his premiums rose 
only 54%. 

Mr. Woodson said term insurance 
should be considered like rent, whereas 
Permanent insurance is like a deed. 
Renting may be the only practicable 
solution in some situations but the dis- 
titction between renting and owning 
should be kept clear, whether it is a 
house or life insurance that is involved. 

Mr. Woodson deplored the effect of 
tetm insurance sales on agents’ incomes, 
for the result is that the agent who is 
working as hard and making as great a 
“cial contribution as he did 10 years 
ago is making less money in proportion 
to living costs. He said an agent re- 
marked recently the other day that 

is the only business I know of 

Wiere a man can be at the very top of 

the honor roll and the very bottom of 
payroll.” 

Travis T. Wallace, president of Great 

€rican Reserve, discussed trends in 

x H. marketing, in which there is 

tarticular interest because of the great 

tumber of companies entering this field. 
(CONTINUED ON PAGE 20) 





Program for 


N.A.1I.C. at 


N. Y. Meeting Announced 


The daily detail of committee meet- 
ings and subjects to be discussed at the 
mid-winter meeting of National Assn. 
of Insurance Commissioners .at the 
Commodore hotel, New York City, Dec. 
is released by association head- 


2-5, 
Those of interest 


quarters at Chicago. 
to life insurance are: 


Sunday, Dec. 2 


10:30 a.m.—Examinations practice and 
procedure manual revision sub-committee 
of examinations committee, executive 
session. Chairman: Russell O. Hooker, 
Connecticut. 

1 p.m.—Life insurance solicitation on 
military bases jurisdiction over which 
had been ceded to federal government, 
sub-committee of unauthorized insur- 
ance committee. Chairman: Day, Illinois. 

2 p.m.—Blanks committee. Chairman: 

Robinson, Ohio; vice-chairman, Lange, 
Wisconsin. 
—Blue Cross—Blue Shield sub-committee 
of A. H. committee. Chairman: Crich- 
ton, West Virginia; vice-chairman, Les- 
lie, Pennsylvania. 

3:30 p.m.—Executive committee. Chair- 
man: Murphy, South Carolina; vice- 
chairman, Allyn, Connecticut. Reinsur- 
ance sub-committee report, blanks com- 
mittee report, assistant secretary’s re- 
port, invitations for future meetings, 
executive session. 


Monday, Dec. 3 


9 a.m.—Unauthorized insurance com- 

mittee: Chairman: Southall, Kentucky; 
vice-chairman, Stone, Nebraska. Life in- 
surance solicitation on military bases 
jurisdiction over which had been ceded 
to the federal government, sub-commit- 
tee report; unauthorized insurers process 
act; unauthorized insurers false adver- 
tising process act, mail and radio insur- 
ance writing. 
—Uniform deposit laws and regulations 
and security or insolvency funds sub- 
committee of laws and legislation com- 
mittee. Chairman: Kavanaugh, Colorado; 
vice-chairman, B. Taylor, Oregon. 

11 a.m.—Plenary session. 

Noon, Passe Club luncheon. 

1:30 p.m.—War clauses sub-committee 
of the life committee. Chairman: South- 


pe Kentucky; vice-chairman, Fischer, 
owa. 

—Examinations committee. Chairman: 
Bowles, Virginia. 


—l. That the examination manual be 
amended to provide a separate section 
dealing with rates, rating bureau affilia- 
tions and statistics pertaining to experi- 
ence and rates. Referred by zone 4. 
—2. That the examination manual in- 
clude a specific recommendation that ex- 
aminers who have been designated to 
represent zones in an examination re- 
frain and be prohibited from contacting 
the company to be examined prior to the 
commencement of the examination, Re- 
ferred by zone 4, 
—3. That in the verification and count 
of the securities of an insurance com- 
pany on deposit with a bank licensed by 
the United States or any state thereof, 
the insurance commission may accept 
the; certificate of the authorized officer 
of. such bank, verifying the deposit of 
cash and security on deposit to the credit 
of said company, if the bank is regularly 
examined by the licensing authority and 
if the commissioner is satisfied that the 
representation thus made is in accord- 
ance with the fact. Referred by zone 4. 
—4, Examinations practice and _ pro- 
cedure manual revision sub-committee 
report. 

p.m.—Liaison committee. Chairman: 
Larson, Florida; vice-chairman, Bohlin- 
ger, New York. 

4:30 p.m.—Valuation of securities com- 
mittee. Chairman: Bohlinger, New York; 
vice-chairman, Stone, Nebraska. Valua- 
tion of securities sub-committee report. 


Tuesday, Dec. 4 


10 a.m.—Interstate cooperation com- 
mittee. Chairman: Stone, Nebraska; vice- 
chairman, Martin, Louisiana. Survey by 
New York department and policy ap- 
provals—preliminary report; advisability 
of supervision and regulation of com- 
mercial pension funds by insurance de- 
partments. 

11 a.m.— Life committee — Chairman: 
Leggett, Missouri; vice-chairman, Allyn, 
Connecticut. 

—1l. Study of possible effects of atomic 
warfare on mortality experience—indus- 
try to report on study. 

—2. War clauses: Legislative pattern to 
be drafted. 

—3. War clause sub-committee report. 
—4,. What levels of contingency reserves 
are appropriate for various types of 
group coverages, and in what manner 


should these reserves be set aside? 

3:30 p.m.—A. & H. committee. Chair- 
man: Knowlton, New Hampshire: vice- 
chairman, Maloney, California. 

—l1. Blue Cross—Blue Shield sub-com- 
mittee report. 

—2. Policy benefits in relation to pre- 
miums sub-committee report. 

—3. Minimum requirements, benefits and 
fair trade practices sub-committee re- 


port. 
—4. Ratio of indemnity for disability to 


earned income. 
—5. Clause in A. & H. and Blue Cross 


contracts excluding coverage when hos- 
Ppitalized in government hospitals. 

4:30 p.m.—Executive committee meet- 
ing—Subject to call by chairman. 


Wednesday, Dec. 5 


9 a.m.—Laws and legislation commit- 
tee. Chairman: Butler, Texas; vice-chair- 
man, Cheek, North Carolina. 

—1. Uniform qualification and licensing 
laws sub-committee report. 

—2. Uniform deposit laws and regula- 
tions and security or insolvency funds 
sub-committee report. 

1 p.m.—Time for zone meetings if de- 
sired. 

2 p.m.—Plenary session. 


Commonwealth Capital 


In correction of an erroneous report 
of the action carried previously, THE 
NATIONAL UNDERWRITER is noting the 
following fact: 

Commonwealth Life has created $500,- 
000 of additional capital by payment to 
stockholders of a _ stock dividend of 
33144%. The stock has been placed on a 
dividend basis of $1 per share annu- 
ally. The action had previously been 
authorized at a meeting of the stock- 
holders of company. 
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Harry S. McConachie (right), the new 
president of L.I.A.M.A., is shown here 
with William P. Worthington (left), 
executive vice-president of Home Life 
of New York, and M. K. Kenny, vice- 
president of Excelsior Life. 

Mr. McConachie is vice-president of 
American Mutual Life of Des Moines. 
He was educated at Westminster col- 
lege and worked his way through law 
school at St. Louis university by sell- 
ing life insurance for Central States 
Life. He continued in life insurance 
after graduating from law school in 
1925, going with Central States on a 
full-time basis until he joined American 
Reserve of Omaha in 1933 as superin- 
tendent of agents. 

In 1938 he went to the home office of 
American Mutual as assistant superin- 
tendent of agencies. In 1941 he was 
made vice-president and a director. He 
was chairman of the small companies 
committee of L.I.A.M.A. in 1949 and 
with his committee conducted one of the 
most successful small companies’ confer- 
ences ever held. He was elected a direc- 
tor of L.I.A.M.A. in 1949 and served on 
the finance committee. 





Sees Few Radical 
Changes Resulting 
from 213 Revision 


But Will Cause Extensive 
Compensation Appraisal, 
R. C. Guest Tells L.I.A.M.A. 


Discussing possible amendments to 


the New York expense limitation stat- 
ute, Richard C. 
Guest, vice-presi- 
dent of Massachu- 
setts Mutual, said 
that in view of the 
stand taken by the 
New York depart- 
ment that cost to 
policyhold- 
ers should not be 
materially 





increased and in 

view of the net 

cost competition ; 
among life com- a 
panies, “we may R. C. Guest 


expect that any 
sound progressive changes which may 
be forthcoming will be examined espe- 
cially as to the best public interest.” 
member of the market outlook 
panel at the annual meeting of L.L- 
A.M.A. at Chicago, Mr. Guest said 
that it is to be expected that most com- 
panies will re-examine their bases of 
compensation to agents. Probably some 
companies will make no changes and 
few companies will make _ radical 
changes. Some may pay more first year 
dollars, as a few are now doing within 
the present law. Some may shift the 
emphasis on vesting. Some may shift the 
emphasis on commission income to 
facilitate the induction of new men. 
Many companies will no doubt scrutinize 
the relationship of income during active 
sales operations to the income received 
by agents during the comparative in- 
activity of advancing age. 


Discusses Retirement Plans 


Mr. Guest discussed various types of 
retirement plans. He said that “prob- 
ably we may expect a more marked 
trend toward more liberal pension plans, 
with a greater vesting interest in the 
light of recent changes in federal tax 
laws which extend the benefits of sec- 
tion 165 of the internal revenue act to 
full-time life insurance salesmen who 
are considered employes under the social 
security act amendment of 1950. Under 
this amendment the pension will now 
be taxed if it meets all the requirements 
of section 165 as if it were an annuity, 
the consideration for which is the 
amount contributed by the employe. 

Mr. Guest said that although a decade 
ago only about a fourth of the com- 
panies represented in the L.I.A.M.A. 
provided pension plans to agents, the 
proportion is now almost three-quart- 
ers and all the companies operating 
in New York, with possibly one excep- 
tion, makes some provision for retire- 
ment. The majority of plans are con- 
tributory on a 3%, 4% or 5% matching 
basis. In almost half of the contributory 
plans there is no vested. contractual 
right in the companies’ contributions 
although as a practical matter, contracts 
are liberally interpreted upon termina- 
nation by disability. Among those vest- 
ing company contributions, there is 
no uniformity and the tendency is for 
the vesting of agents’ pensions to be 

(CONTINUED ON PAGE 20) 
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SECOND ANNUAL L1A.M.A. 


Ordinary Companies F'ind 
Training Efforts Pay Off 


Wide Range in Control 
Found in Management 
Instruction Programs 


The wide range in degree of control 
that ordinary companies exercise in 
their management 
training programs 
was effectively 
brought out at the 
panel conducted by 
Horace R. Smith, 
superintendent of 
agencies of Connec- 
ticut Mutual, at the 
second annual train- 
ing conference con- 
ducted by L. I. A. 
M. A. following its 
annual meeting at 
Edgewater Beach 
hotel, Chicago. 

Exemplifying the 
close-control technique was Home Life 
of New York, represented by John F. 
Walsh, vice-president and manager of 
agencies. At the opposite extreme was 
Fidelity Mutual Life, whose spokesman 
was Lawrence J. Doolin, manager of 
agencies. However, it was made clear 
that in both companies the management 
training program reflects definite and 
considered company policy and the fact 
that one is a managerial company and 
the other a general agency company. 


Mutual About Mid-way 


Typical of the in-between degree of 
control is Mutual Life, represented by 
Ward Phelps, assistant superintendent of 
agencies. Other participants in the panel 
were Henry Keller, Jr., director of 
agency training and education of State 
Farm Life of Illinois; G. P. Rollo, super- 
intendent of field training of Great-West 
Life; Eber M. Spence, vice-president 
and director of agencies of American 
United Life of Indianapolis, and Rufus 
White, vice-president in charge of agen- 
cies of Pilot Life of North Carolina. 

Mr. Smith opened the panel by a 
quotation which he attributed to H. G. 
Kenagy, formerly of L.I.A.M.A. and 
now vice-president of Mutual Benefit 
Life, that “training is bringing about 
continuous improvement in the quality 
of the man’s work.” 

Continuing with the quotation, Mr. 
Smith pointed out that training was 
defined not as “teaching” nor as “tell- 
ing,” nor as “showing,” in fact “training 
is not defined in any way with respect 


H. R. Smith 


quality of the trainees work improves.” 
Mr. Smith said his own definition was 
that “training is the long avenue of 
guidance which leads from apprentice- 
ship to career capacity.” 


Concept Widely Applicable 


“Tt seems to me, therefore, that this 
concept of training applies equally well 
to the job of training the neophyte agent 
from his introduction into the agency 
until he qualifies as a life member of 
the Million Dollar Round Table, and to 
the experienced agent who helps on a 
voluntary basis the newest apprentice 
in the office through easy steps as a 
part-time supervisor, assistant manager, 
agency organizer or general agent,” he 
said. “Training is needed all along the 
way: Here we are, home office execu- 
tives, trying to get a little training our- 
selves in building training programs.” 

The panel discussion covered aims 
and responsibility for originating and 
carrying through a program of training 
the trainer; methods of training to be 
followed; the problem of continuous 

(CONTINUED ON PAGE 16) 





Need for Having Top 
Management Sold on 
Agent Training Stressed 


The need for having top management 
sold on agent training was emphasized 
at the session on 
agent training for 
ordinary companies 
at the L.I.A.M.A. 
trainers conference 
at Chicago. 

“IT think all of us 
have made the oc- 
cupational error of 
training from the 
bottom up, when we 
should start from 
the top down,” said 
Charles E. Fritsche, 
General American’s 
director of agency 
training. “You can’t 
expect anything when you start with 
the agent.” 

How this can operate was indicated 
in a statement by H. Curtis Reed, Trav- 
elers’ superintendent of sales research 
and promotion, that orders from Trav- 
elers’ top management are that every 
new man must make at least one sales 
talk with each sales talk he is supposed 
to learn. 

The need for “training from the top 
down” was reiterated by the panel’s 
moderator, Edmund L. G. Zalinski, as- 
sistant vice-president of New York Life. 

(CONTINUED ON PAGE 17) 





E. L. Zalinski 


TRAINERS CONFERENCE IS HELD AT CHICAGO 


Combination Companies Beam Their 
Training at Assistant Managers 


It was evident from the training con- 
ference for combination companies held 
at the close of the annual L.I.A.M.A. 
meeting that the assistant agency man- 
ager, whatever he may be called, is re- 
garded increasingly as the pivotal man 
in the company training programs. The 
direct responsibility for training agents 
falls upon him. It is within the ranks 
of assistants training as district man- 
agers that many home offices feel they 
have their greatest direct training re- 
sponsibility. 

This was a session in which each one 
of the panel participants had a great 
deal to say. Howard A. Austin, Pru- 
dential, was in charge of one of the 
two sessions and Karl H. Kreder, 
Metropolitan, was chairman of the sec- 
ond session. In addition to these rep- 
resentatives of the giants there were on 
the panel Charles T. Clayton, Liberty 
National; Edwin P. Gunn, John Han- 
cock; David F. S. Johnson, Interstate 
L. & A.; Homer D. Parker, Common- 
wealth, and Lauren Schram, Western 
& Southern. 

It was evident from testimony given 
that what a few years ago a compara- 
tive rarity is now the common S.O.P. 
in that the larger companies and many 
of the smaller ones draw their future 
managers from staffs of training super- 
visors attached to the home office. A 
great many of the companies as a gen- 
eral rule pick their new district man- 
agers from the ranks of these men who 
are intermediate between being assistant 
managers and district managers. Mr. 
Kreder of the Metropolitan testified that 
in his organization there are only 15% 
of men appointed directly from assistant 


<The 
COMMONWEALTH 
Sure...Assure...Insure... 


A man wants to be SURE of the soundness of an 
investment because he feels the obligation to ASSURE 
his family’s future comfort. And he feels the obligation 
to INSURE his estate against the contingency of his 


life span. 


You and your product are the only means by which 


all 


three of these fundamental considerations can be 


satisfied. The fact that you alone can assure a man that 
he can be sure of his financial future by insuring his 
estate is a service beyond measure. 


The people of America need your product. Through 
your service, your knowledge, and your ability to make 
them see how important life insurance really is to them, 
you can do much to secure their future. 


INSURANCE IN FORCE, NOV. 1, 1951—$528,579,339 


COMMONWEALTH 
Life Jusurance Company 


HOME OFFICE * LOUISVILLE, KY. 
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managers. The great majority of th 
companies apparently do not appoin; 
an assistant manager to a Managers’ 
post until he has had from eight month; 
to three years of seasoning as a training 
supervisor or field supervisor assignej 
to an area but attached to the hom 
office staff. Generally the company jg. 
lows the practice of screening yer, 
closely its assistant managers. The 
promising ones among them, who ay 
accounted managerial material, are x 
certain intervals given the opportunity 
to join the home office staff as travel. 
ing field supervisors. They are ma 
aware that this is a test for them, , 
preliminary to becoming a manager 
Generally they are not paid any mo 
as traveling field supervisors than the 
average assistant manager or staff sy. 
pervisor earns with their companies, 
the incentive is not immediately finan. 
cial. However, with many companies 
a district manager will make at lea 
twice as much as his assistants and th 
difference in earnings of say $5,000 anj 
$10,000 is usually enough to make 3. 
sistant managers eager to take theg 
field supervisory assignments eye 
though they do so at times at consider. 
able inconvenience to themselves fy. 
cause of the travel and sometimes be. 
cause of the home dislocation necessary, 


Between Men and Angels 


It became apparent as the ball wa; 
tossed around that most companies pay| Hard Lu 
these field supervisors a salary and full pard 1 
expenses and several of them “bump’l oro od 
the man’s salary up once or twice dur- iain fe 
ing the course of his tenure between publican 
man and the angels. eee 

The period varies, but three years j Adminiets 
usually the outside limit in which a mal ¢ituent v 
remains one of these traveling field jeye! pret 
supervisors. By this time, he has. eithel to ex i 
been assigned an agency as a districl ES horined 
manager or he has “returned to his for] increased 
mer assignment as assistant manager’ cation wit 

Apparently some of the companiel rate. But 
following this system will put one o ; 





these field supervisors into any man oo Code 
agers’ spot that happens to be ope the check 
unless some of their present good map in force 

agers would prefer having this spo Dsved 
because it is more lucrative. Other com too late f 
panies follow the strict policy of proj his erro : 
moting a field supervisor into a ma polic #: 
agers’ post only in the lowest payin Be nace 
agency which they have. They the renewal w 


proceed to “bump” two or three ma wrote Mr 
agers in other agencies upward int 5 


better paying agencies to make w ofall 
for the newcomer at the bottom of th that this 
scale. There were comments that sud acknowled 
a policy results in too much dislocatiog case, like 

of managers, but the answer to thi wo bill 
was that most any man will dislocalf 5, of C 

himself to make a couple of thousand of the Ho 
extra dollars a year. Most of the meter to pete 


present at this session are ex-debit me 


to poli 
and managers and there were sever z ieliey ™ 












voices raised in protest against polici }, 
of too much shifting of personnel. Ho a nage 
ever, the companies with roving fe .) veteran 


trainers preparing for managemé . 
seemed universally to have an unde gee é 
standing with these young hopefuls th pubticg oe 
they will go wherever there is an Op mittee pa 
ing, although some of those prest resents 
indicate that they are pretty huma),)): v6 
a J Publican o: 
about acceding to the general geograplt 
desires of the field supervisors and the 
families. Johns} 
Slow 


From Least to Best 
At least one of the companies 





lows the policy of sticking a good fit 
supervisor into the best of agentit Gy = oi 
where he shows real promise. I Stabiliz “gi 
_ There was too considerable a Vas). ve 
tion in the degree and methods of tral] oy |, leg 
ing of these “young lions” as # lems oats 
Kreder characterized them, to té ahd , 
it in any complete fashion, but the m4 00: ae 
thorough of the companies seem to@ #4. that th 
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Veterans Groups 
Seek Expanded 
lnsurance Rights 


Assured of Support for 
Bills to Re-Open N.S.L.L, 
U.S.G.L.L. for New Business 
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The provisions of the Servicemens 
Indemnity Act of 1951 whereby all new 
issues Of National Service Life Insur- 
ance and U. S. Government Life In- 
surance were terminated are in for 
severe attack when Congress adjourns 
in January. 

The new commander of the Amer- 
ican Legion, Donald R. Wilson, has 
announced that part of the Legion’s 
legislative platform for 1952 will be an 
effort to convince Congress that insur- 
ance of the World War II type should 
be made available to veterans of the 
Korean War. He also wants restored 
the rights of veterans of both world 
wars to obtain government insurance. 

Meanwhile, several Congressmen 
have been getting steamed up at let- 
ters from constituents who find they 
are unable to renew their National Serv- 
ice Life Insurance after they have al- 
lowed their term policies to expire. 


Hard Luck Cases 


ry and full Hard luck cases of this type have 
‘m “bump’| cropped up that make the current legis- 
twice dur] jation seem unfair. For instance, Re- 
re betweet| publican Representative Albert  P. 
Morano of Connecticut wrote to VA 
ee years if Administrator Carl R. Gray of a con- 
hich a mail stituent who had been notified that his 
veling : level premium term policy was about 


e ball wa 
!panies pay 


> has. eithel to expire and who had applied for the 
s a distrit] authorized new five-vear policy at the 
| to his for] increased rate. He mailed in his appli- 
; Manager} cation with the first check at the higher 

companie} rate, But he neglected to include the 
put one 6} last premium payment under the old 
) any mat rate under the mistaken impression that 
to be Opel the check he sent would keep the policy 
good mat in force automatically. The check was 
received at the end of the grace period, 
too late for the VA to notify him of 
his error in time to correct it. His old 
policy expired, he became ineligible for 
New insurance and his application for 
renewal was turned down. Mr. Morano 
wrote Mr. Gray that this particular 
case was typical of “hundreds of thou- 
sands” of veterans. VA officials say 
that this is an exaggeration but they 
itt acknowledge that a great number of 

4 cases like this have occurred. 

Two bills, introduced at the last ses- 
sion of Congress are now on the agenda 
1of the House veterans’ affairs commit- 
tee to permit issuance of new policies 
to policyholders whose N.S.L.I. term 
contracts have expired. These bills have 
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onnel. Ho and will undoubtedly be supported by 
roving Mall veterans groups. One is H.R. 4861 
managem sponsored by Mrs. Edith Nourse Rog- 
e an unt'lers, Massachusetts, the ranking Re- 
hopefuls th publican on the Veterans’ Affairs Com- 
e is an OMI mittee, and H.R. 4412, introduced by 
hose pres Representative Thomas E. Martin, Re- 
etty humat publican of Iowa. 
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Johnston Exit May 
Slow WSB Action 
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a good ®] WASHINGTON, D. C—It is be- 
of ag lieved that the resignation of Economic 
ac yatid Stabilizer Eric Johnston, effective Nov. 








30, may result in further delay in action 
4 wage and salary stabilization prob- 
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ns oa lems such as pensions, insurance bene- 
‘te the mag's: and commission earnings. The ex- 
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tives that these matters might be cleared 














Agency department executives from Commonwealth Life at the L.I.A.M.A. annual 
meeting at Chicago included, from left, seated, R. W. Hinton, E. A. Trask, Jr., and 
John F. Davis; standing, W. R. Davis, III, Paul W. Myers, and H. D. Parker. 








up by Jan. 1 is believed to have been 
based on the assumption that Johnston 
would stay put a while longer. 
President Truman is reported as hav- 
ing trouble finding a successor to John- 
ston. A rumor that John D. Small, 
chairman of the munitions board, would 


be transferred to the economic stabiliza- 
tion post was discounted by Joseph 
Short, presidential press secretary, who 
stated, ““The president needs Mr. Small 
where he is.” Part of Small’s organiza- 
tion is the office of Insurance Director 
Thomas L. Kane. 








two.” 





Knowledge of Client 


Sadler Hayes, of the Penn Mutual’s Carr R. Purser 
Agency, New York City :— 


“In our information-getting interview we are enthu- 
siastic, because we feel that we are doing a great job 
for our client. We tell him how we take his Social Se- 
curity, his GI insurance, his company pension plan, his 
company group insurance plan, and his personal insur- 
ance, and coordinate them in one organized plan which 
will do the best possible job for his family in the event 
of his death, disability, or advanced age. We tell him 
that our job is to squeeze each one of the dollars he is 
putting into life insurance and get the greatest value 
therefrom. We describe our method of using the auto- 
matic program system, and how this is coordinated with 
Social Security and the other assets. 


“We obtain all information about him because we 
believe in thoroughness. We believe that there are two 
kinds of knowledge in this business — one is knowledge 
of our client and his affairs — the other is knowledge 
of our product. The first is the more important of the 


THE PENN MUTUAL LIFE INSURANCE CO. 
MALCOLM ADAM 
President 
INDEPENDENCE SQUARE, PHILADELPHIA 

















Royal's Casualty 
Companies Writing 
Medical Disaster 


Policy Issued with No 
Coinsurance Feature or 
Hospital Requirement 


NEW YORK—tThe casualty compa- 
nies of the Royal-Liverpool group have 
begun to market a $5,000 disaster med- 
ical expense policy with no coinsurance 
feature and no hospitalization require- 
ment. 

The policy is being sold in all states 
except California, Maryland, Illinois and 
Minnesota, where policy form approval 
has not yet been received. Royal’s poli- 
cies will be sold on an individual or 
family basis. 

The policy pays up to $5,000 to each 
person insured, for medical expenses 
above the deductible resulting from any 
one accident or sickness. Expenses must 
be incurred within two years from the 
date of the accident or the beginning 
of the sickness. The deductible is either 
$200 or $500 and applies to each person. 
It must be the same for every insured 
member of the family. It applies to each 
accident or sickness. 

Expenses covered 
physicians and surgeons, charges of 
graduate nurses, hospital charges for 
room and board and operating room, 
medical expenses in or out of hospital, 
transfusions, drugs, medicines, x-rays, 
anesthetics, therapeutics, diathermy, ap- 
pliances, artificial limbs, etc. 

The $500 deductible is designed par- 
ticularly for those in the higher income 
brackets. For those earning more than 
$12,000 annually, the company prefers 
_ to offer less than the $500 deduct- 
ible. 


Age Limits for Men, Women 


include fees of 


The policy will be issued to men and 
women aged 19-54, and can be re- 
newed through age 59. Under the family 
policy, unmarried children, ages three 
months through 18 years, may be in- 
cluded. When an insured child is mar- 
ried or reaches age 19, coverage on him 
ceases at next policy expiration date 
but separate insurance can be arranged. 

The policy covers anywhere in the 
world. It includes air travel except while 
operating, learning to operate, or serv- 
ing as a member of the crew of any 
aircraft. 

After the policy has been in force 

for three years it is incontestable as to 
any physical condition which may have 
existed before the policy was issued. 
_ No coverage is provided for any loss 
for which the individual or any of his 
dependents are eligible for benefits under 
any workmen’s compensation or occu- 
pational disease act or law. The policy 
does not cover childbirth, pregnancy or 
miscarriage. 

The annual premium rates for males 
are: Ages 19 through 54, $32 for $200 
deductible, and $20 for $500 deductible: 
45-54, $48 and $36; 55-59, $70.40 and 
$58.40. 

Females age 19-44 will pay $36 for 
the $200 deductible and $22.50 for the 
larger one; 45-54, $54 and $40.50: 55-59, 
$79.20 and $65.70. 

The charge for each unmarried child 
from three months through 18 years is 
$20 for the $200 deductible and $12.50 
for the $500 deductible. Children pay the 
adult rates if they are married. The 
family rate is the sum of the individual 
charge. The family policy may be sold 
for a 3-month term. Otherwise rates 
are annual only. The quarterly premium 
is one-fourth the annual, plus 75 cents. 

Commission is 25% to general agents 








and 20% to agents and brokers. 
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Deductible, Coinsurance, Integration 
Vital in Medical Catastrophe Cover 


Use of a deductible, inclusion of the 
coinsurance factor and integration with 
existing coverages are regarded by E 
B. Whittaker, vice-president of Pruden- 
tial, as vital to the success of medical 
catastrophe coverage. He put them in 
that classification in his talk on that 
subject at the insurance conference of 
American Management Assn. at Chi- 
cago. The deductible is necessary, Mr. 
Whittaker said, to avoid the expenses 
incident to paying small claims. Further, 
unless insured has some financial stake 
in keeping the cost down, as under 
coinsurance, he will probably abuse the 
plan by using more service than is 
necessary and patronizing high-priced 
specialists. which he would not do if the 
money came out of his own pocket. 

To illustrate ali three of the major 
points, Mr. Whittaker gave an illustra- 
tion, with the figures shown on large 
charts, of a case involving 14 days hos- 
pitalization for a ruptured appendix. The 
hospital bill would probably run around 
$300, surgeon $500 and nurse $500, for 
an aggregate of $1,300. A $300 deduc- 
tible will bring this down to $1,000 and 
and a 20%. coinsurance reduction from 
that point would make the insurer’s 
maximum liability $800. As an example 
of integration, he said Prudential’s 
standard policy would pay $10 per day 
for the hospitalization, or $140; $100 for 
nurse and $150 for hospital. a total of 
$390. If this were applied as the de- 
ductible, there would be $910 left and 
the coinsurance deduction would then be 
$182. 


Favors Family Budget Plan 


Mr. Whittaker held that the deduc- 
tible should be based on the family 
budget rather than on an individual ill- 
ness. If an entire family, father and 
mother and two children, for example, 
is involved in an automobile smashup, 
the policies issued until recently would 
require a deductible for each person, 
which Mr. Whittaker said would defeat 
the purpose of the insurance. Prudential 
has now brought out a plan under which, 
when the family deductible of $300 or 
$500 is satisfied, subsequent illnesses for 
the ensuring benefit year on the same or 
any other members of the family are 
subject to only a $25 deductible. That 
is imposed merely to cut out nuisance 
claims. 

Mr. Whittaker considers that there 
is no justification whatever for writing 
that business on a flat rate and that 
consideration needs to be given to in- 
come bracket, age distribution, family 
status and geographical location. Inas- 
much as Prudential regarded this cov- 
age as one primarily for people earning 
$5,000 and up, it made a survey of its 
employes in that wage bracket nation- 
wide, which showed twice as high 
medical expense in the $10,000-$15,000 
income group as for $5,000-$7,500, a 
great increase at the higher ages, much 
more for the employe’s wife than for 
the husband or children, and more on 
the Pacific Coast than in any other area. 


Opposes “Trick” Clauses 


He feels that the policy should be as 
free as possible from exclusions, al- 
though there are some things such as 
cosmetic surgery that obviously should 
not be covered. He opposed “trick” 
clauses such as those referring to organs 
or diseases not common to both sexes. 
He said he couldn’t see why cancer of 
the lungs should be covered and cancer 
of the prostate not. 

On the sales side, he said insurance 
people can get in without any difficulty 
to present this form of coverage, and 
can get to the people that can buy. 
The insurance company needs to super- 
vise the enrollment. He said there will 
be difficulties encountered in some cases 
until the WSB policy is decided upon 
definitely. 

On the angle of integration, he said 
he hadn’t yet figured out a way to 
integrate this coverage with that pro- 
vided by Blue Cross. There are cases 


where buyers want it to take hold 
where Blue Cross stops and something 
of that sort really needs to be worked 
out. One of the difficulties is the fact 
that Blue Cross rates and benefits are 
subject to such frequent changes. 


Describes Executives Plan 


The practical working out of a medi- 
cal catastrophe plan, on the basis of 
rather limited experience, was described 
by E. S. Willis, manager employe bene- 
fit plans division of General Electric Co., 
one of the first companies to experi- 
ment with such a plan. He took up both 
the plan for headquarters executives, 
adopted in 1949, and a new plan cover- 
ing all classes of employes, just in- 
stalled this year at its Schenectady and 
Bridgeport plants. 

In regard to the plan for executives, 
he said it was feared at the outset that 
it might be difficult to get the required 
75% participation, but that after some 
rather intensive cultivation it started off 
with about 80%, soon rose to 87% and 
is now around 90% of those eligible. 
The original plan provided for a $300 
deductible and payment of 75%, of medi- 
cal costs above that amount up to $1,500 
for one year and a grand total of $3,000. 
That has since been raised to $5,000. 
The second year, dependents were in- 
cluded and this year the maximum age 
for dependents was increased to 25, as 
several members have children who are 
still in school and therefore dependent, 
although above the usual maximum age. 
This year, for the first time, pensioners 
who were members of the executives’ 
organization sponsoring the plan at the 
time of its origin were permitted to 
join it or continue their coverage. 

It provided for the payment of “rea- 
sonable expenses” and Mr. Willis said 
most of the claims submitted are 
entirely reasonable, although with the 
salary level of the group running from 
$7-8,000 on up, many of them are pretty 
high. One surgical bill running into 
four figures was approved, as it in- 
volved one of the very few operations 
of that type ever performed. 

As to the policy on termination of 
claims, he said it had been decided in 
a case of coronary thrombosis with a 
recurrence of disability after insured 


had been back at work for some time 
that both should be covered with only 
one deductible. One disability has con- 
tinued since May, 1950, although with- 
out hospitalization. Mr. Willis said that 
might be just as much of a catastrophe 
for the man affected as one involving 
extensive hospitalization and surgery. 
He gave a good many figures on the 
experience but said their value was 
somewhat limited because of the brief 
experience and the changes made since 
the start of the plan. In a general 
way it has been found that it pays about 
half of the total claims. Since de- 
pendents have been included they have 
accounted for more than twice as much 
expense as members, with wives show- 
ing about 53% of the total and children 
9%. That was in line with the figures 
Mr. Whittaker had given as indicated 
by the survey of Prudential employes. 
Experience on pensioners so far has 
been satisfactory but it is felt that it 
may be worse with greater duration. 


Two Plans Operated 


The two new plans were initiated and 
are operated by the mutual benefit as- 
sociations of the plants involved. They 
include employes at all levels, both male 
and female, but with no provision so 
far for dependents. They are integrated 
with the basic plan for employes of 
General Electric. The second year claim 
cost, so far as it has developed at the 
Schenectady plant. is somewhat higher, 
but still apparently below the premium 
charged. 

Heart and circulatory diseases lead 
and accidents, which might be _ ex- 
pected to take high rank in such a setup, 
stand fourth. 

In response to a question as to 
whether he thought catastrophe cov- 
erage should be made available to any 
employe, Mr. Willis said he thought 
jt was highly desirable and that high 
praise was due the employes of these 
plants for their initiative which makes 
it possible to work out feasible plans 
of operation there. 





The annual Christmas Party of the 
New York City Life Supervisors Assn. 
will be held on Dec. 18 at the Drug 
& Chemical Club. The association, as 
is customary, will not have a regular 
second-Tuesday luncheon meeting next 
month. Their next meeting is scheduled 
for Jan. 8. 











Massachusetts Mutual Life was represented at the L.I.A.M.A. meeting by seven of 
the home office executive staff. From the left, seated, Wrayburn M. Benton, 2nd vice- 
president; Charles Schaaff, vice-president, and Richard C. Guest, vice-president; stand- 
ing, Kenneth W. Perry, director of agencies; James H. Denman, agency secretary; 


Robert J. Ardison, director of field service; and D. N. Ellis, superintendent of agencies. 
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Must File Data on 
Reserve Earnings 


The temporary nature of the new fa 
percentage tax method of taxing lif 


1951 revenue act makes it necessary fg 


all life companies to continue to inclug |‘ 
data on reserve earnings in their 195]! 


returns, This questions has been 
matter of concern to the companie; 
since the flat percentage method was 
only adopted on a trial basis, and be 
cause reserve interest earnings will stjj 
have no bearing on the tax except to 
those companies which fail to earn more 
than 105% of their interest require. 
ment. The bill contains a relief clang 
for those companies providing a grag. 
uated downward scale depending on th 
amount short. 

The law was enacted as a stop-ga 


~ 


measure for one year only and the 194 
industry-wide formula still is technical] 
the law governing taxation of the life 
insurance industry. Even though it j 
highly improbable that Congress wij 
not enact either a permanent formuyk 
or extend the 64% tax on net invest. 
ment income during the coming session, 
life companies must be prepared to jn. 
clude data as required by the stop-gap 
measure. 

If Congress should not act next year 
the 1942 law automatically would be. 
come effective again and the bureay of 
internal revenue would have to de 
termine a so-called “secretary’s ratio” 
The 1952 ratio thus would be figured 
from 1951 returns. 


Sees Greater Use 
of Trust Companies 


The effect of inflation on the purchas- 
ing power of life insurance proceeds js 
leading estate planners to greater use 
of trust companies in settlement agree- 
ments, Denis B. Maduro, New York 
attorney, told the New York City 
C.L.U. Chapter at its November lunch- 
eon. Inflation stresses the importance 
of flexibility in beneficiary payment ar- 
rangements because it is impossible to 
predict the cost of giving children a col- 
lege education or providing a living in- 
come for a man’s family very far into 
the future. Consequently, Mr. Maduro 
foresees a return to popularity of in- 
surance trusts after an eclipse for them 
has lasted since the early ’30s. 

He said that he is in general inclined 
to recommend the use of larger trust 
companies rather than a small bank 
with a trust department because of the 
advantages the former have in investing 
their trust funds. 

In reviewing current trends in estate 
planning, he reiterated his basic belief 
that no one can do an absolutely com- 
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plete job of estate planning. The task 
may require the cooperation of an a 
countant, trust officer, attorney and in 


surance man. Each should strive to do f 


the best possible job in his own field. 

Although the marital deduction as 
tax situation is now several years old 
he said that it still has not been recog 
nized by many men in their wills. Nor, 
he said, has their estate planning beet 
carried through to the death of the 
second spouse. 

Roswell W. Corwin, general agent 0 
New England Mutual, presided. 


Subcommittee on Valuation 
to Meet at New York Nov. 2] 


The National Assn. of Insurance Cott 
missioners subcommittee on valuatiol 
of securities headed by Allyn of Cot 
necticut has scheduled a meeting at New 
York on November 27. The big sth 
jects on the agenda are the new 
company security valuation proposal 
oil and gas production loans. 
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s must be thoroughly canvassed and an area in which insurance renders one of a closely held company owned by 
n Chicago C.L.U.s studied before it is implemented. of its greatest services. three brothers and a sister. The pe 
Mr. Reed, executive vice-president of Case histories that illustrated the serv- pany took out $700,000 of insurance, 
Ss Hear Advantages of the Harris Trust & Savings Bank, pre- iceability of insurancé in business were $200,000 on each brother, and $100,000 on 
J sented = — bage g oom on the par Ae by Mr. seb: sed of the pong oo two years, the vane 
: 2 use and serviceability of business in- sma usiness man with unusual pros- died. ith their insurance benefits, the 
Bites Business Insurance surance. He said the fact that a young pects but limited capital, who insured company purchased the stock in their 
1 1g life ‘ business man has the foresight and self- his life for $100,000 and assigned the estate. The case of a seasonable busi- 
in the} 4 turnabout in the usual sales pres- discipline to build a life insurance es- policy to the bank. The insured, Mr. ness that required heavy loans in rela- 
ssary for entation prevailed at the first joint meet- tate makes a favorable impression on Reed said, is still living and carrying tion to working capital was also cited. 
0 ing of Chicago Assn. of Commerce and _ the bank. the insurance. His company has pros- Because the business was highly com- 
eir 195] Industry, and the Chicago C. L. U. Pointing to the use of insurance as pered, and he now borrows seasonally petitive, a sizable insurance policy was 
cen 4 chapter. An overflow gathering of collateral, he stated that while insurance on an unsecured basis. required by the bank for additional 
ompanies| vents, some fortunate enough to be on men and bankers do not encourage bor- He also showed how insurance protection. Recently the owner died. 
Od was hand with prospects, heard the ad- rowing on policies, this is nevertheless avoided the problem of selling the stock The proceeds from the policy enabled 
and be. yantages of business insurance dis- 
will still] ussed by Guy E. Reed, president of 
xcept tofc A. C. I. and Cushman Bissell, presi- 
arn More! jent of Chicago Bar Assn. 
require} Speaking on the advantages of key- ™ 
ef clause man and business insurance in closely 
4 grad-|ieid corporations, Mr. Bissell pointed 
g on the out that these programs seem to offer ' . 
one of the most adequate means of sus- UL Ss Atw- “A 
Stop-gap| ining a corporation in event of death / — {| 
the 1949 or retirement of its key-men or man- See 
chnically agers. He added that through business ? 7 a a tae 
the life}inurance, the corporation is provided : Muy), LAr Q 
igh It is} vith necessary funds to obtain its busi- Fz 
‘ will} ness objectives, while not depleting ; 
t Fie: liquid assets required for routine opera- t and valu 4( | | 
Sst Itions. ‘ is importan s | pad 
; Session, | In a review of the court decision in The Connecticut Mutual has now aide! isoams 2h The Single ! 7 
d to im-|ine Emeloid case it was referred to able contract to its wide array of annuity f he prospect who 
Stop-gap}.; one of the first unequivocal state- . Deferred Annuity 1s designed oe oe ProsP me 
ments in which the premiums a com- Premium ‘acle premium sow for an income starting so 
ext year, pany spends on key-man insurance, wants to pay a sing e mtract with emphasis on income. 
ould be-}uhen used to purchase the stock of a time in the future. It is a co 
ureau Off decedent shareholder, may be consid- 
to delered to have been expended for good 
S ratio. Ibysiness reasons so far as federal taxes 
+ figured | are concerned. al 
Another Tax Advantage > | e LIBERAL OPTIONS 
se Another tax advantage of key-man in- 
surance occurs when it is used to 


»  |implement a retirement pension or de- 
Niles | ferred compensation to be paid to an 
executive upon retirement, said Mr. Bis- 
sell. If the executive dies before retire- 
xceeds is}ment, the corporation could use the in- 
ater use}surance benefits to implement any stock 
it agree-|purchase agreement, if the executive 
w York{was a shareholder. The corporation 
rk Cityfeould also pay the benefits under 
ar lunch-fa2 agreed plan to the executive’s 
portance |dependents. Assuming the executive re- 
ment ar-|tires, the company could then pay the 
ssible tofpension or ‘deferred compensation as a 
en a col-{deductible business expense. The ex- 
iving in-jcutive would pay no income tax on 
far into}such amounts until he received them. 
Maduro} Mr. Bissell also stated that when a 
y of it company’s own stock is redeemed or 
for them|cancelled, the amounts received by the 
shareholder may be regarded as being 
equivalent to the distribution of a tax- 
able dividend instead of being taxed as 
acapital gain or loss. Since they may 
be treated as dividends, they would be 
taxed at ordinary income rates. Accord- 
ingly, the only sure escape of having the 
redemption treated other than as a 
dividend, he said, is to have all of an 
estate’s stock in a corporation can- 
celled or redeemed. This might produce 
a considerable loss to the estate in a 
corporation which had high earning 
power in the future, and deprive the 
family of participation in such future 
earnings, 
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| of thepttan 35% of its net estate invested in 
such a closed corporation may sell part 
agent off the stock to the corporation in an 
amount not exceeding the estate and 
nec taxes, interest, 
ich are imposed by the decedent’s 
lation death, without subjecting the estate to 
Jov. 27 laxation of the proceeds as ordinary 
dividends. “It is advantageous and a 
nce Cofl legitimate business purpose for the cor- 
valuation oration to take out key-man insurance 
of Cot} such executive sharcholder’s life in 
g at Newptder to provide funds to purchase such 
big substock without being obligated to impair 
new life Fts working capital reserves for that 
posal ati Purpose,” declared Mr. Bissell. 
- concluding, he cautioned, that in 
Order to take advantage of key-man in- 
of Unionurance and business insurance arrange- 
has Mates: and at the same time obtain 
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the company to pay its loans without 
liquidation of inventory, and the heirs 
can readily liquidate the business if they 
desire. 

Arthur C. Neilson, president of Neil- 
son & Co., gave the viewpoint of the 
business man buyer. Mr. Neilson de- 
clared that in buying insurance he does 
not appraise the risk with an eye to 
collecting benefits, but buys only if 
the loss will hurt his company seriously. 
“This way,” he said, “I avoid a statis- 
tical duel with the insurance experts.” 

Following the talks, Robert I. Mehr, 
insurance professor at the University of 
Illinois, led a question and answer ses- 
sion. 





Name New Guardian Agcy. 


Guardian Life has appointed John P. 
Hancock & Co. as general agents at 
Niagara Falls. 

The Hancock company is the largest 
all-lines agency in the city. Its princi- 
pals include John P. Hancock, president; 
Anthony P. Soluri, vice-president; Jo- 
seph F. Soluri, secretary, all experienced 
in life and general insurance, and 
Charles B. Wright, -assistant treasurer. 

Mr. Wright, manager of the life de- 
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partment, entered life insurance in 1945, 
and has had field and managerial ex- 
perience. He is a past president of the 
Life Underwriters Assn. of Niagara 
Falls. 


Form Indiana Home Office 
Underwriters Association 


Indiana Home Office Underwriters 
Assn. has been organized by home office 
underwriters for life and A. & H. com- 
panies in that state. A_ preliminary 
meeting was held in September and at 
another meeting Nov. 14 at Indianapolis, 
with 12 companies represented, a con- 
stitution was adopted and these officers 
elected: President, Donald Goben, Amer- 
ican Income; vice-president, Harry 
Hunt, Retail Credit Co.; secretary-treas- 
urer, Edward Jakad, Hoosier Casualty. 

The next meeting will be held Dec. 12. 








Russell D. Ekblad, Minnesota branch 
manager of Sun Life of Canada, has 
been transferred to Houston, Tex., to 
open an office there. He will be re- 
placed by John H. Command, former 
manager at New Orleans. 
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October Was Year’s 
Best Ordinary Month 


Sales of ordinary in October totaled 
$1,557,000,000 making it the best month 
of the year and up 11% over the same 
month last year, according to L.I:A.M.A. 
Total sales for the month at $2,283,000,- 
000 were down 12%, reflecting the 
throttling of group sales by the wage 
stabilization regulations. Group sales of 


$245 million were down 64%. Indus- 
trial sales of $481 million were down 
4%. 


Figures for the first 10 months com- 
pared with the same period last year 


showed ordinary at $14,505,000,000 up- 


3%, group $3,476,000,000 down 25%, in- 
dustrial $4,525,000,000 down 1%, for a 
total of $22,506,000,000, down 3%. 





Guardian Purchases Site, 
Plans to Erect Building 


Purchase of a building site in White 
Plains, N. Y., has been announced by 
Guardian Life. The company’s plans, 
subject to-approval of a pending applica- 
tion for re-zoning and approval by the 
national production authority, call for 
erection of a two story fireproof office 
building with about 20,000 square feet 
on each floor. 

While the proposed building will be 
designed to make it suitable for occu- 
pancy by ‘Guardian in whole or in part, 
no decision concerning its use has yet 
been reached. If it is decided not to 
use the proposed building for its own 
operations, space will be leased to ten- 
ants whose business is conducive to 
maintaining the property as a quality 
real estate investment. 

““For some time,” President James A. 
McClain stated, “We have been con- 
sidering moving the company’s home 
office. The property just purchased, 
however, cannot be considered as our 
future home office site. We are continu- 
ing our inquiries in an effort to secure 
property which at some time in the fu- 
ture will prove suitable for development 
as such a site.” ; 


A. & H. Prospecting Outlined 
by North at Philadelphia 


Through an intelligent concept of the 
service that can be rendered to the pub- 
lic through sales of sickness and acci- 
dent insurance, prospecting will be re- 
duced to a minimum, said John E. 
North, Prudential director of sickness 
and accident sales. In his address, “The 
True Approach to A. & H. Sales,” he 
outlined the pre-requisites to A. & H. 
prospecting to 50 members of the Phila- 
delphia Assn. of A. & H. Underwriters. 

Human wants and basic desires are 
the beginning of all economic activity, 
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he claimed. The agent should feel'y 
hesitancy in appealing to man’s greg 
est desire, the desire of economic 
preservation accomplished through i 
medium of A. & H. insurance. 

“The only possible way to motiyay 
the prospect to act is by keeping th 
‘want’ satisfaction of your service 
fore him constantly. Get him to by 
what he wants,” Mr. North declare 
“and he will find some kind of justifig. 
tion for the action he has decided upon? 

Mr. North emphasized that the agent, 
skill will be improved only if he keep 
his attitude on a high, enthusiastic plane 
and if he can maintain faith and cop. 
fidence in himself. 


New York May Supervise 
All Union Welfare Funds 


Union welfare funds may be place 
under state regulation in New York 3 
a result of a proposal at the receg 
meeting of the joint legislative commit. 
tee on labor and industry where such; 
suggestion received the support of both 
political parties. 

The insurance department, repre. 
sented by Deputy A. G. Straub, advise 
the committee that his department wa 
studying the law to determine if ; 
presently had the power to_ supervis 
these funds. Republican and Democrati 
committeemen said they would be glad 
to recommend legislation authorizing 
either the insurance department o 
another agency to supervise them if the 
department currently could not. 

The department supervises some wel- 
fare funds but not others. The welfare 
fund of the Amalgamated Clothing 
Workers is set up as an insurance com- 
pany and is under state regulation but 
the International Ladies Garment Work 
ers union is set up in a separate trust 
agreement and is not under state regul- 
tion. 

Unions falling under the federal labor. 
management law are required to file 
reports under section 302 of the Taft 
Hartley Act with respect to funds for 
pension payments. Similar reports must 
be filed with the state workmen’s com- 
pensation board where a union welfare 
fund undertakes to discharge employer 
liability under the state disability bene 
fits law. 


Bankers L. & C. Is Hit by 
New Action in Georgia 


An injunction and penalty proceeding 
in Fulton superior court has 
brought by Commissioner Cravey 0 
Georgia against Bankers Life & Cas 
ualty of Chicago. He alleges Bankers 
has been illegally operating in Georgia 
since its license expired June 30. This 
is another episode in an involved con- 
troversy between the company and the 
commissioner. The suit was filed by 
Attorney General Cook, who claims 
that despite the fact that Banker’ 
license expired, it has continued to write 
new policies from Atlanta, Columbus, 
Macon, Savannah and Augusta. There 
is cited a 1935 law imposing a penalty 
of $1,000 for the first offense, $2,000 for 
each additional offense on casualty com 
panies writing without a license. Suit 
asks for a determination of alleged of 
fenses committed and the court is 
to enjoin the company from its “unla 
ful continuance in business.” 

A suit by Bankers Life & alt 
to require the commissioner to issie 
new license is pending in the sup 
court on a writ of error. 













Aetna Life Leaders to Meet 

A two-day meeting of ranking mem 
bers of Aetna Life Leaders Club, # 
organization of the top 200 represent 
tives of the company, will be held Ja 
31-Feb. 1 at the home office. 


Sun Wins Mail Award 


Sun Life of Canada was the wins! 
of the Direct Mail Advertising Assa.s 
best of industry award in the life 
health insurance classification. 
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INDIANAPOLIS MID-YEAR RALLY 





Rise of Part-Timers, Revision of Group 
Laws Big Topics of Indiana Assn. 


Heated discussion of the pros and 
cons of rewriting Indiana’s group laws 
and a report that the Indiana depart- 
ment has called a meeting of represen- 
tatives of various segments of the busi- 
ness in concern over a flood of part- 
time agent applications were the high- 
lights of the mid-year meeting of In- 
diana Assn. of Life Underwriters held 
at Indianapolis. 

Discussion of the group problem was 
initiated by a panel presentation of both 
sides of the question of amending or 
rewriting the present law. Speakers were 
Charles Crumbaker, independent group 
consultant; Howard Bull, Aetna group 
supervisor, and Ray Hauck, Indianapolis 
manager of Metropolitan. 

Mr. Crumbaker declared that the 
prohibition in the Indiana law against 
group on associations while permitting 
group for unions means that employers 
with too few employes to form a group 
of their own cannot offer non-union 
members the same insurance protection 
union members get. This forces a viola- 
tion of the Taft-Hartley act, which, he 
said, requires that both groups be given 
equal privileges. 

The ban on association group also 


means that out-of-state associations may 
eventually bring their group plans into 
Indiana. The coverage will be con- 
trolled from without, and commissions 
will go out of the state, too. 

Mr. Crumbaker announced himself as 
against association group where no em- 
ployer-employe relationship exists, as in 
group for professional associations, and 
expressed the opinion that the present 
Indiana maximum of $20,000 on one life 
is too high. Mr. Bull prefaced his re- 
marks with the warning that he spoke 
as an individual and not as a represen- 
tative of his office or company. He 
warned that if Indiana does not give 
attention to the demands of unions and 
other such association groups for group 
coverage, “we may find ourselves left 
behind the train.” 


Cites Group Casualty Need 


Mr. Bull agreed with Mr. Crum- 
baker that association group should be 
authorized only where employer-em- 
ploye relationships exist and not for 
professional associations. If the code is 
revised, he declared, a number of 
aspects should be clarified and strength- 
ened. He cited especially the need for 
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provision for group casualty. The pres- 
ent law touches on group casualty only 
by inference. 

Mr. Hauck declared that group must 
be kept on an employer-employe basis 
or “eventually we as individual agents 
are out of business.” Group is needed at 
subsistence levels but is getting out of 
hand, he said, warning, “if we begin 
to wink our eye a little, we are going 
to find ourselves wondering what be- 
came of our market.” 

In the floor discussion which followed 
Oren Pritchard, manager of Union Cen- 
tral at Indianapolis, association legis- 
lative chairman, pointed to the Ohio 
as an example of what happens when 
the group definition seeks to permit 
only employes-employer relationship as- 
sociations to buy group. In that state, 
he declared, the law permits associa- 
tion group if each member of the asso- 
ciation has at least one employe. “So 
every doctor in the state points to his 
office girl as his employe and qualifies 
for ‘employer-employe association’ 


’ 


group.’ 
J. F. Benne, staff manager of Pru- 
dential at Hammond, charged that 


while group has its place on a one to 
three-thousand policy basis, “anything 
as cheap as group can’t be good for 
people in big lots.” Group, he insisted, 
is not sound preparation for the future, 
yet is often used as a man’s entire fi- 
nancial program. 


Warns of Substitution 


H. J. Peirce, Massachusetts Mutual, 
Indianapolis, pointed out that an ultra- 
conservative stand on group is hard to 
defend to the public, which tends to 
look on it as “dog in the manger” 
tactics. A revision and some liberaliza- 
tion of the Indiana group code is needed 
for public relations if for no other rea- 
son, he charged, warning that the pub- 
lic may react to too strict definitions 
by “substituting group for legal re- 
serve life insurance.” 

Horace Storer, general agent of 
Bankers Life of Iowa at Indianapolis, 
expressed the opinion that some of the 
problems Indiana agents face because 
of group are created by the present 
laws. He pointed out that the law no 
where provides for wholesale insurance, 
“and that’s the place fly-by-night cases 
arise. We need to recognize the facts of 
life on how group has developed in the 
past decade and modernize our laws 
accordingly. We say we should stay 
away from association group, but the 
fact remains that we already have it. 
Accountants, retail grocers, and bank- 
ers in the state already have association 
plans—not true. group, perhaps, but 
which have the effect on the individual 
agent of group. They are able to have 
such plans because our antiquated laws 
allow them to squirm in with bastard 
arrangements.” 

. P.°Kenealy, manager: of Metro- 
politan at Hammond, spoke against 
group plans which permit coverage of 
dependents. When the CIO steelwork- 
ers plan allowing such coverage went 
into effect at Stuebenville, O., he re- 
ported, workers’ families cashed out 
their permanent policies in wholesale 
lots, “despite the fact that the group 
plans leaves them running the risk of 
no coverage at all if the head of the 
family dies. or leaves his job.” 


Exemptions Exist 


Mr. Crumbaker reported from the floor: 
that the Indiana ban on association 
group in general has led to legislative 
raids by special-interests to get an ex- 
ception made for their.individual cases. 
Three such exceptions have already 
been passed, he stated, and five or six 
powerful trade associations are consider- 
ing going before the next session of the 
legislature to get special laws for them- 
selves. 

Mr. Peirce charged that the idea of 
doing something specific about revising 
the code has been “put on the siding” 
by the association for several years and 
pleaded, “let’s get something concrete 
out of the gas being let off here. He of- 
fered a motion that the special group 
study committee be charged with pre- 


paring a model bill to be presented t 
the legislature. 

This motion was amended by \y 
Storer to instruct the committee to brj 
recommendations for changes to th 
annual meeting of the association jg 
May. The motion was passed x 
amended. 

Mr. Pritchard stated that the Indian 
department was interested in the attitu& 
of the association toward the gro 
problem and pointed out that Paul Pfs. 
ter, chief deputy, was present for the 
discussion. He also brought before th 
meeting the fact that the department 
alarmed by a flood of part-time applica. 
tions in the past several weeks, had jp. 
vited a number of people to a meetin 
Nov. 20 to discuss the advisability 9 
issuing so many such licenses. 

The department is currently delay. 
ing the issuance of some 20 part-time 
applications pending a study of the 
problem, according to Mr. Pritchard. He 
pointed out that the department is in, 
quandry because it cannot legally refuse 
to issue the licenses “and some of ow 
most respected agencies in Indiana use 
part-timers.” : 

The department can require an ex. 
amination for license but is unwilling 
to impose it on part-time applicants un. 
less it requires it uniformly of all app}. 
cants, he said. 

Claude Jones, general agent of Con. 
necticut Mutual at Indianapolis, raised 
the question of who would service small 
towns and rural areas too remote: for 
full-time men if there were no part. 
timers. It was then proposed that the 
commissioner be urged to examine all 
applicants to weed out the “one-case” 
part-timers from those part-timers who 
are really serious about the business and 
intending to become full-time agents 
eventually. Majority opinion was that 
the part-timer cannot and should not be 
eliminated entirely and that the evils 
of the system will have to be borne to 
keep from stifling its advantages to the 
business and the public. 

The association appointed a commit 
tee to draft by-law and_ constitution 
amendments to set up a General Agents 
& Managers Conference along the lines 
of the national body and accepted the 
application of the Greater Hammond 
area for a new local unit. 

Luncheon was held jointly with the 
Indianapolis association. Speaker was 
Lowell Craig, general agent of North- 
western Mutual at Milwaukee, a former 
Hoosier. 





Commission Increase Awaits 
Federal Stabilizer’s O.K. 


Prudential has had to withhold tem- 
porarily, in the case of its full-time 
agents, the additional first-year commis- 
sion which it put into effect Oct. 15. 
Brokers can get the new rate but Pra- 
dential full-time agents must wait for 2 
ruling of the federal wage and salary 
stabilization boards before they can get 
the additional compensation. : 

The additional commissions is being 
set aside and will be paid as soon as the 
stabilization authorities announce their 
decision. This is expected in the next 
week or so. The additional commission 
will be paid retroactive to Oct. 15, just 


as if there had been no suspension of th 


the increase. : 

The change is a 10% increase in first: 
year commission on ordinary business. 
For example, ‘ 
ordinary life policy becomes 55% instead 
of 50%. 


Honor Three Insurance Leaders 


Three New Jersey leaders will be 
honored at a dinner in Newark ov. 
29 by the New Jersey region of 
National Conference of Christians 





and 


Jews. They are John R. Cooney, prést 


dent of Loyalty group; ran 


D’Olier, retired president of Prudential, 1% 
and aia S. Bamberger, who 1s st fii 
0 


retary of Hospital Service Plan of New 
Jersey. Carroll M. Shanks, president 
Prudential, is chairman of the dinnet 
committee. 
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A scientific, yet easily applied basis 
for setting sales quotas tor states, 
counties, and cities more realistically 
than has heretofore been possible has 
een developed by Market Statistics, 
Inc. The necessary data, which include 
millions of items of information on 
sales, income, population, and the like, 
gre available on I.B.M. punched cards. 
These cards, numbering 8,400 for the 
entire United States, are fed into I.B.M. 
machines along with cards carrying the 
company’s own data. The results are 
obtained with little expenditure of time 
or labor. : 

The resulting figures have two main 
yses for a life company, according to 
Dr. Jay M. Gould, head of Market Sta- 
tistics. They enable a company to plan 
its operations with a much more in- 
formed idea of what percentage of its 
production will come from the various 
states, counties, and cities in which it 
operates. 


Indicates Par for the Course 


Thus, the agency executives can know 
pretty closely what par for the course 
should be in any given locality. It may 
be that because of local or regional 
conditions a slight decrease in produc- 
tion for one territory could indicate a 
better performance record for the 
agency managers there than a moderate 
increase in territory where local con- 
ditions were better than average. 

Armed with this sort of information, 
the management of a company can set 
its quotas with a minimum of guess- 
work. 

The second important use of this col- 
lection of statistics is in convincing the 
feld managers and agents that their 
quotas are not just the result of en- 
thusiasm and wishful thinking but that 
they are scientifically based and are 
equitable as between different segments 
of the territory in which the company 
does business. 

Dr. Gould makes a distinction be- 
tween a market forecast, which is what 
will probably be sold during a given 
period in the future, and market poten- 
tial, which is what could be sold, using 
realistic assumptions. The quota usually 
set lies somewhere between the two 
figures. 


Potentials for Insurance 


Dr. Gould has studied life insurance 
production and in-force statistics. He 
finds that the market potential for life 
insurance depends on the number of 
families, their incomes, and the degree 
of urbanization of the territory under 
consideration. Variations from what 
these three factors indicate correlate 
closely with the amount of insurance in 
force in the territory. That is, the more 
isurance in force the smaller the mar- 
ket potential. 

For example, if New York state has 
about 13% of the families in the U. S. 
it might be assumed offhand that the 
state would account for 13% of the na- 
tional income. But because of average 
mcome per family being higher in the 
state the latter’s share of the national 
mcome might be say, 15%. Because of 
the degree of urbanization in the state, 

might be increased to 16%. 
_In forecasting probable sales of life 
msurance or any other product, the 
lorecaster has to keep in mind the way 
its sales react to changes in income of 
the buyers, _Sales of goods purchased 
gh retail outlets, for example, vary 

Ost exactly in proportion to dis- 
posable income after taxes. But differ- 
ent individual products react differentlv 
fo changes in income. 





ial, | the sale of drugs but will produce a 


4 example, a 1% increase in dis- 
~ le income, on the average, will 
Result in only six-tenths of 1% increase 


: icrease in sales of washing ma- 
es, In general, according to Dr. 
» the response of changes in sales 


he ie in income varies directly with 


Punch-Cards Put Sales Forecasts, Quota | 
Setting on a Scientific Basis 


relative to prices of other products. 

The big reason why Dr. Gould’s punch 
cards can produce more realistic fore- 
casts of sales is that they give in detail 
the information that is behind broad 
national averages. 

“Broad aggregates like national in- 
come and retail sales give a deceptive 
appearance of homogeneity,” says Dr. 
Gould. “But actually they are the totals 
for a great many components reflecting 
a wide variety of divergent movements. 
Therefore it would be ill advised to at- 
tempt to evaluate or forecast the move- 
ment of these aggregates as such. There 
is no substitute for the laborious job 
of dealing separately with all the sig- 
nificant components of sales. For in- 
stance, we find that for each component, 
there is a particular relationship to in- 
come movement which is always in oper- 
ation even when it is obscured.” 





Growing in Great Britain 
The group and pension business is 

steadily growing in Great Britain. Fig- 

ures just presented by Life Offices Assn. 


show British pension and group pre- 
miums for 1949 of $140 million, about 
one-fourth of the total life premiums in 
that year. These figures have been 
separated by the trade organization for 
the first time in history and more up-to- 
date figures are forthcoming. It is 
shown that more than seven million 
persons are covered by group life in 
the United Kingdom and that about one 
million are covered ‘by pensions. 
There has been a considerable in- 
crease in both group life and pensions 
because the employers have realized 
that the cost of living makes existing 
pensions inadequate and the national 
pension scheme is of very little value 
to the white collar classes. British em- 
ployers continue to show a willingness 
to contribute considerable to insure that 
employes have adequate pensions and 
the employers are_ skeptical about 
futures left to political pension schemes. 





Solomon Huber Associates, general 
agents for Mutual Benefit at New York 
City, have prepared an attractive four- 
page folder entitled “While You're 
Waiting.” Written in an _ informal, 
friendly style that tells the agency story 
to callers, it is designed to keep busy 
clients and prospects happy while wait- 
ing. 


Convention Dates 


Dec. 2-6, National Assn. of Insurance 
Commissioners, Hotel Commodore, New 
York City. 

Dec. 11-12, Life Insurance Assn. of 
America, annual meeting, Waldorf- 
Astoria hotel, New York City. 

Dec. 13, Institute of Life Insurance, 
annual meeting, Waldorf-Astoria hotel, 
New York City. 1988 


March 17-19, Small companies spring 
conference of LI.A.M.A., Edgewater 
Beach Hotel, Chicago. 

May 12-14, large companies spring con- 
ference of L.I.A.M.A., the Greenbrier, 
White Sulphur Springs, W. Va. 

May 26-28. H. & A. Underwriters Con- 
ference annual, Cosmopolitan hotel, Den- 
ver. 











Charles W. Grady, comptroller of 
Midland Mutual Life, has been elected 
president of Columbus Insurance Ac- 
counting and Statistical Assn. Kenneth 
G. Morris, ‘Republic Indemnity, is vice- 
president; Carter H. Grinstead, Beacon 
Mutual, secretary, and S. S. Kerr, 
Shelby Mutual, treasurer. 


E. H. Roberts has been named super- 
intendent of agencies for United Bank- 
ers Life of Dallas. Mr. Roberts has been 
in the life insurance business since 1929 
on the west coast and in Oklahoma. 
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Magnetize, Mobilize, Energize 


How to get the greatest value out of 
your business paper is important. Skill 
in grasping and making use of what you 
read can be improved by practice when 
this practice follows correct and reward- 
ing methods. 

Nearly all of us read papers because 
we like to learn what is happening to 
people we know and to our business 
field. That is a first way to read a 
business paper because no one should 
omit enjoyment from business. But the 
reader who stops there has not begun 
to get his reading rewards. 


Approach the business paper with 
these guides: Magnetize, mobilize, ener- 
gize. 


Anyone who wants to get the great- 
est value from his reading must mag- 
netize his mind while he reads to catch 
what is of significance to him. A first 
item of significance may be some state- 
ment which the reader knows he should 
understand and yet which he does not 
understand. That is a good place to 
make a note to inquire for the informa- 
tion that will bring understanding. Here 
are several ways to magnetize the mind 
to catch what is significant. The agent 
may think of prospects upon whom he 
is to call within the next few days and 
about the coverages which are to be 
presented to those prospects. With this 
magnet it will be just about impossible 
to go through a full issue of a paper 
without finding something of value to 
be used in the coming interviews. Par- 
ticularly stimulating is a plan of de- 
termining what is the most important 
interview ahead within the next week 
and then starting to let the mind gather 
together what will be useful in that in- 
terview. Those who study mental opera- 
tions tell us that we remember far bet- 
ter that which we study for the purpose 
of use. What is then learned can be 
doubly riveted into operating equip- 
ment by immediate and if possible 
quickly repeated use. 

The agent or executive who goes over 
the paper having in mind the decisions 
he must make within the next few days 
is almost sure to find some helpful 
references. Sometimes the paper pro- 
vides a direct answer. More often it 
will suggest where to go or how to pro- 
ceed in finding facts or background 
necessary for decision. Gold is seldom 
found on the ground but finding it is 
speeded up by knowing where to dig. 
The business paper can be unusually 
helpful in showing where to dig. 

A most important source of sales and 
directing power for agents: and execu- 


tives is the ability to magnetize the mind 
to catch the significance of relationship 
in the insurance business. The day is 
past, for example, when anyone can 
crawl into a single line cubby-hole and 
conduct even his own department af- 
fairs successfully without knowing just 
how he and his work fits into all other 
activities of the business. So rapid are 
the changes today that only one who 
reads intelligently the news of the day 
can meet relationship requirements. 

The chief reward for magnetizing the 
mind to catch what the reader wants is 
that the reader than draws to himself 
from what appears before him exactly 
that understanding which does make for 
relationship with what he already knows. 
Much of the most effective reading of 
a business paper can be done “between 
the lines.” The reader puts together 
what he already knows with what he 
sees on the printed page and comes up 
with a third fact which is more sig- 
nificant than what he did know or what 
appears on the page. 

Information is like an army. 
be mobilized to be effective. Many suc- 
cessful agents and executives began 
early in life to maintain their own ref- 
erence files. When a discussion in the 
business paper appeared to have per- 

*“ manent value, the scissors came out and 
the item was filed away under the right 
heading for future use. Oftentimes a 
mere glance at a clipping put away five 


It must 


years ago brings back the details of the 
clipping when otherwise hours might 
have to bé spent seeking the particular 
ideas or facts in it. Many a man owes 
a great part of his success to his habit 
of placing his sources and references in 
form for ready use. Mobilized informa- 
tion has lost its fragmentary and isolated 
character. It has been put into an array 
of like information which can have real 
striking power. If a man will practice 
with his business paper to mobilize his 
information, that practice in itself will 
begin to carry over into other fields of 
activity to the great reward of the prac- 
titioner. 

It is futile to magnetize and mobilize 
unless one will also energize. In fact, 
one of the most fruitful ways to read 
the business paper is simply to examine 
the articles in it with a question, “What 
is this telling me to do?” Maybe one’s 
being told to write a letter, another not 
to send the letter written yesterday, an- 
other to file away the information for 
future use, another to go out tomorrow 
to see someone, another to call a meeting 
in the office and pass on what was in 
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the article or the conclusions that were and energize when reading regularly this 
compelled by reading it. The reading weekly newspaper of insurance will fx 
of a business paper becomes exciting getting top value out of the paper, 
fun and pays a big bonus to anyone who will provide himself with skills fo 
will do it intelligently. mining untold wealth from all else he 

Anyone who will magnetize, mobilize sees, hears and reads. Econo 
Much 
Ps : _ Tho 
Now Is the Time for All Good Men... se 
tio 
When the enrollment in a basic course membership to enable the struggling} 10W 
at the Purdue institute of life insur- young organization to meet its payrolf ogi 
ance marketing gets down to half its or buy a needed typewriter. consum 
normal figure, which is what has hap- If agency executives in those early next Y 
pened, it would seem that now is the days of the bureau could have foreseen} rise ° 
time for all good men who are interested even a little of the help it was to be to artical 
in life insurance education to come to them, they would have been flocking] ~ The 
the aid of this pioneer campus course in with membership applications instead visers, 
that has made such a fine record in the of having to be persuaded to help back| am ict 
last six years. this new venture. More of this sort gga 
Of course, there are certain obvious of foresight should help the Purdue} i952, Y 
factors that explain part of the drop in course solve its enrollment problems three m 
enrollment. Life insurance recruiting is and turn Director Hal Nuitt’s concen} illic 
off about 20% from this time last year. from where to get more students to how Acco! 
More importantly, no more agents can to take care of the waiting list. agi’ 
look to the G. I. bill to help with the As companies learn more about how predicte 
expenses. The potency of this factor to assign agency costs realistically, spendin 
showed up in the tremendous increase more and more agency executives are aed 
in Purdue enrollments for the courses sure to realize that even the full treat. nel 
starting just before the G. I. subsidy ment at Purdue, running to perhaps} There h 
deadline. $1,000 per man for the basic, inter-} slump, 
Doubtless a good many new agents mediate and advanced courses, is a bar-| SaY WON 
who would have been taking the basic gain when the entire cost of getting the ‘pete 
course this fall were hurried off to col- same results any other way is appre- sg ma 
lege earlier, in order to benefit from the ciated. nomists 
G.I. bill, so to that extent there is some The difficulty from Purdue’s point} ment a 
distortion in this fall’s Purdue enroll- of view is that it may be some time oo | 
ment. But even allowing for that, there before enough agency executives have eds 
is no getting around the fact that the complete enough information on agency] © 4 not] 
stimulus to campus-course enrollment costs so that Purdue’s enrollment will! are inc! 
represented by the G.I. bill has now de- experience any great boost on this a-} further 
parted for good. count. Perhaps a little faith is indicated _ | 
It would be a pity if the Purdue here, for it would certainly be ironical tere 
course were to run into rough going if the Purdue course were to be starved] employn 
because not enough people in the right Out of existence just before irrefutable] make uj 
places are aware of what it can do for Cost statistics convinced agency depatt- ee ost 
new agents, how much it can save in the ments in large numbers of the economic rion! 
cost of training and how much it ac- Wisdom of sending more new agents to] p04... 
celerates the process of getting the new college. ment sit 
maninto production. The excellent aggre- In spite of the traditional difficulty of economi 
gate production figures of its graduates Pioneering educational ventures, ther) ™ persor 
are ample proof of the course’s dollars- seems to be every reason to believe tha} ™8 1s s 
and-cents worth, to say nothing of its there are enough forward-looking agency 
intangible value in promoting the cause executives, general agents and mat- 
of professional status for life insurance agers to insure adequate enrollments for p 
agents. Statistics now being compiled the Purdue course from here on. 
by L.I.A.M.A. will do even more to — Incidentally, the good points we hart ct 
document the production records of Pur- been mentioning about Purdue appl peee | 
due graduates. equally to the Southern Methodist Uni- ieceral 
Pioneer life insurance educational ef- versity course run by A. R. Jaqua. How} in New - 
forts have never had an easy time. The ever, the S.M.U. course has the backing] National 
Diamond Life Bulletins and even Of a closely knit group of Texas insur} ‘alysis. 
L.I.A.M.A. itself had enough early ance men, including a financial guaranty — 
struggles to qualify easily as Horatio in case of a deficit. Also, the S.MU oy psd 
Alger heroes. There were times when Course is currently experiencing only: territory” 
the late John Marshall Holcombe, Jr., as 15 to 25% drop in enrollments, or about} “substanti 
manager of the Life Insurance Sales in line with the national drop in recrut pote 
Research Bureau, L.I.A.M.A.’s_ pre- ing. It is time for reappraisal of th tacludes 
decessor, would go out and sell another courses before it’s too late. trustee ar 
and financ 
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Economists Are Divided on How 
Much More Inflation to Expect 


_ Though government economic ad- 
yisers insist that even more severe infla- 
tion is ahead, some other economists 
now believe that because of current 
huge inventories -and better prospects 
for steel and aluminum allocations for 
consumer goods after the middle of 
next year, consumer income will not 
rise SO fast as to seriously exceed the 
supply of available goods during the 
critical re-arming period that is ahead. 

The federal council of economic ad- 
yisers, in its mid-year report, predicted 
an increase in personal incomes of be- 
tween $50 billion and $20 billion between 
the middle of 1951 and the middle of 
1952. Yet the actual increase in the first 
three months of that time was less than 
$2 billion. 

According to the council and the 
economic stabilization agency, the fail- 
ure of personal incomes to rise as 
predicted is due to the fact that military 
spending is so much less than antici- 
pated. It hasn’t reached $2 billion a 
month, though it is expected to be $4 
billion a month by: the end of 1952. 
There has also been a consumers goods 
slump, which the federal economists 
say won't last. 

Though the government economists 
say that this consumer goods slump is 
only temporary, non-government eco- 
nomists point to admissions by govern- 
ment allocation authorities that addi- 
tional steel and aluminum production 
facilities will permit more consumer 
goods to be produced after mid-1952. 

Another factor cited by those who 
are inclined to minimize the threat of 
further inflation is that chances for pro- 
ducing more income are less now than 
they were at the start of the last war 
because today there is very nearly full 
employment. Since wages and salaries 
make up the bulk of the personal in- 
come totals, any big increase in employ- 
ment adds markedly to the aggregate 
personal income. 

However, in spite of the full employ- 
ment situation today, the government 
economic advisers say that quite a boost 
in personal incomes from defense spend- 
ing is still ahead, even though only a 
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few more people are added to the total 
labor force, because many will be work- 
ing longer hours and moving out of 
low-paying jobs into high-paying de- 
fense work. 





Less Fear of Atom Plants 


The fears voiced bv selection men in 
the early post war years that there 
would be great occupational hazards in- 
volved in underwriting employes of 
atomic energy plants have been greatly 
deflated. These plants have many scien- 
tifically devised safety precautions. In 
general, they seem to have had better 
safety records than many other types 
of industrial plants. There is still under- 
writing concern with the potential ef- 
fect of exposure to dangerous rays but 
at least the aura of great mystery that 
once surrounded atomic energy plants 
has been reduced to proportions where 
risks can be measured and accepted. 


“Richard Roe" a Smash Hit 


“T haven’t enjoyed crying so much 
in years.” 

That was the comment of one of the 
deans of the life insurance business after 
seeing “The Education of Richard Roe” 
enacted at the recent L.I.A.M.A. annual 
meeting at Chicago. Other comments 
were equally enthusiastic, in fact, the 
play was one of the high points of the 
meeting. It not only put across a worth- 
while life insurance lesson but its cast 
gave a finished performance. People 
who expected the usual amateur theatri- 
cal rendition were astounded. 

The play was written by Laflin C. 
Jones, who was for 10 years assistant 
director of agencies of Northwestern 
Mutual Life and was recently promoted 
to director of insurance service re- 
search. The play was put on, courtesy 
of Northwestern Mutual, for its fourth 
showing. It was first given at a North- 
western Mutual national convention in 
Milwaukee and later at the company’s 
big eastern regional convention in New 
York City. Last September it was en- 
acted for the Million Dollar Round 
Table at Coronado, Cal. 

The cast is mostly home office em- 
ployes, the rest being from the Mil- 
waukee Little Theater Group. 

The performances have elicited such 











_PERSONAL SIDE OF THE BUSINESS 





Louis H. Pink, chairman of Associ- 
ated Hospital Service, has been named 
general chairman of this year’s appeal 
in New York City to raise funds for 
National Foundation for Infantile Pa- 
talysis. 

Edmund Fitzgerald, president of 
Northwestern Mutual Life, is one of the 
100 residents of the old “Northwest 
territory” who will be honored for their 
substantial contributions to society” at 
the centennial convocation of North- 
western University Dec. 2. The list also 
includes Louis Quarles, Milwaukee, 
trustee and member of the executive 





——— 


PDITiol 
FRIDM’ 
nnati 2 (hie 


Martin, 1 
20 E. Four 
ee | 
Street, 
ae EL 


umbia Bids} 
Stroup, Ret 


jatiron Bl 
land, F 


and finance committees of Northwestern 
Mutual, and Frank J. Sensenbrenner, 
A eenah, Wis., senior trustee and mem- 
of its executive committee. 
_ E.T. Proctor, general agent of North- 
western Mutual, was one of a panel 
of speakers addressing the Institute of 
axation & Accounting at Nashville, 
Tenn., attended by 150 accountants, 
lawyers and life men. His subject was 
€nsions and Profit-Sharing Plans.” 
_ James R. Adams, director of agencies 
for the Southeastern division of Ameri- 
om pees, addressed the Memphis 
fons Club on “Leadership Leads to 
Profits.” ’ 
Howard C. Reeder, executive vice- 
President of Continental Assurance, has 


been visiting its California headquarters 
at Los Angeles. 

Arthur M. Collens, chairman of Phoe- 
nix Mutual, has been reelected a di- 
rector of Governmental Research In- 
stitute for a five-year term. 

J. Stanley Edwards, retired general 
agent for Aetna Life at Denver and past 
president of N.A.L.U., presented a pic- 
ture of the 1892 Denver University foot- 
ball team, on which he played, to Den- 
ver University coach, John Baker in 
recognition of the outstanding team Mr. 
Baker has fielded this year. Also at the 
presentation was Isadore Samuels, pres- 
ident of the Denver school board, and 
general agent for New England Mu- 
tual at Denver. 

President Paul F. Clark of John Han- 
cock has been elected a director of Sea- 
board Air Line Railroad Co. He is the 
only New Englander on the board. 

Robert P. Kelsey, vice-president of 
John Hancock, has been elected a di- 
rector of the New England Council. 

W. .Merle Smith, manager, Buffalo 
agency of Mutual Life, has just observed 
his 30th anniversary with the company. 
He started as an agent at Elmira, N. Y. 
He was promoted to his present posi- 
tion in 1930. Mr. Smith is president of 
New York State Assn. of Life Under- 


writers. 


enthusiasm that there have been nu- 


-merous requests to have it made into a 


movie so that it could have wider dis- 
tribution. In fact, President Charles E. 
Cleeton of National Assn. of Life Un- 
derwriters was offered 14 $100 checks 
toward this end. ; 

Among the actors is the winner of 
this year’s “Miss Dairyland” contest, 
Marjean Czerwinski of the home office 
staff. The very authentic looking judge 
is Winfried Jacobi of the legal depart- 
ment. 








John S. Thompson, left, president of 
Mutual Benefit Life, receives the Silver 
Anvil trophy, the 1951 achievement award 
of American Public Relations Assn. from 
Dr. Paul F. Douglass, president of Amer- 
ican University and chairman of the com- 
mittee on awards of the association. This 
presentation was made at a special lunch- 
eon during the annual convention of the 
public relations group at Philadelphia. 
The life insurance company received the 
reward for a program built around its 
book “Begin Now to Enjoy Tomorrow.” 


DEATHS 





WILLIAM T. WARD, 44, district 
superintendent of Home Security Life 
for nine years, died at his home in 
Elizabeth City, N. C. 

CHARLES B. WRIGHT, 65, Lincoln 
Income Life, Oklahoma City, died at 
his home there. Mr. Wright had been 
with the company for. more than 30 
years, serving as an agent, manager 
and field superintendent. About a month 
ago at the company’s annual meeting 
at Chicago he was elected to honorary 
membership in the President’s Club, 
honor production group. 

EDWARD B. FIENBERG, York- 
ville manager of John Hancock, died at 
his home in New York City. He joined 
a Brooklyn district agency of John Han- 
cock in 1918. He was also assistant man- 
ager in western New York and Hobo- 
ken, N. J., and district manager at Pitts- 
burgh. 

WAYLAND C. KIDD, 65, for 33 
years superintendent at Alexandria, Va., 
of Home Beneficial until his retirement 
last September, died there. 


WILLIAM SELL, Kansas City Life 
agent in Milwaukee, died there. He had 
been a member of the Madden Agency at 
Milwaukee since 1936 as a part time rep- 
resentative and as a full time agent 
since 1941. 

I. F. MeCOLLUM, local agent at Ham- 
let, N. C., died there. 








William M. Treharne has been named 
assistant manager of Prudential Times 
Square agency which he joined last year. 
He will assist manager John S. McNulty 
in brokerage activities. 
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TO THE AGENT WHO CARES 


The ILLINOIS MUTUAL CASUALTY COMPANY, home office — 
Peoria, Illinois, has the tools with which you may commence and 
continue to build the best Accident — Sickness — Hospital — 
Medical — Surgical and Polio insurance business in your com- 


Desirable agency openings in Illinois, Indiana, Michigan, Minne- 
sota, Missouri, Ohio and Wisconsin. 
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Peoria 2, Illinois 
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LIFE AGENCY CHANGES 





Allcorn Joins Bankers of Ia. 
in New Atlanta Agency 


Frank W. Allcorn has been appointed 
Atlanta manager for Bankers Life of 
Iowa. He opens the new Atlanta 
agency. Since 1949 he has been life 
department manager for Spratlin, Har- 
rington & Co., Atlanta general insur- 
ance agents. Before that he was with 
State Mutual Life. 

He is a C.L.U. and a member of the 
leaders round table of Georgia. He is 
a navy veteran. 


Pacific Mutual Names Five 
to Group Field Positions 


Pacific Mutual has made five promo- 
tions in the group field force. New super- 
intendent at the Los Angeles home of- 
fice is Charles Currier, former regional 
group supervisor for the midwest terri- 
tory at Kansas City. 

Darwin S. Liggett, Chicago manager 
since March, has been appointed mid- 
west regional supervisor. He will remain 
in Chicago. Armor R. Killingsworth, 
Chicago assistant manager, succeeds Mr. 
Liggett. 

Dale Frederickson, Kansas City group 
manager for the past year and a half, 
has been named assistant group man- 
ager at Los Angeles. Lloyd Harmond, 
Seattle group representative, has been 
appointed Kansas City group manager. 

Mr. Currier joined Pacific Mutual a 


year ago as group field superintendent 
east of the Rockies. He had been with 
John Hancock for 10 years. Mr. Liggett 
entered the group field in 1939. He has 
been with Aetna Life, with Massachu- 
setts Mutual, and was a vice-president 
of Ralph C. Wilson Agency, Inc., De- 
troit brokerage company. He is a grad- 
uate of University of Nebraska. 

Mr. Killingsworth joined Pacific Mu- 
tual in 1949 as a Los Angeles group 
representative and last year opened the 
company’s Indianapolis office. He is a 
graduate of University of Southern Cali- 
fornia, 

Mr. Frederickson has been with the 
company since 1949. His first assign- 
ment was to the Los Angeles group 
office and last year he was appointed 
Kansas City manager. Mr. Harmond 
began with Pacific Mutual at Seattle 
in 1949, following graduation from the 
University of Washington. 


Clement, Trinkle Advanced 


R. A. Clement, an assistant manager 
of the agency since June, 1950, has been 
made manager of the home office agency 
of Shenandoah Life. He succeeds G. 
Frank Clement, recently elected vice- 
president in charge of ordinary sales E. 
Norred Trinkle, former assistant man- 
ager, has been named sales manager of 
the agency. 

Mr. Clement entered life insurance in 
1941 with Jefferson Standard, rejoining 
it after army service. He later became 
district manager at Bristol, Va. .He is 
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a graduate of the T.C.U. course. He 
has been active in association work and 
as an J:.U.T.C. instructor. 

Mr. Trinkle has been with Shenan- 
doah for 14 years and has been one of 
its top producers since entering field 
work in 1947, qualifying in 1949 as 
“Agent of the Year.” He is a graduate 
of Washington & Lee and of the S.M.U. 
course, and is president of Roanoke 
Assn. of Life Underwriters and Virginia 
Leaders Club. 





Tucker to Lexington, Ky. 


Gordon Tucker has been promoted to 
manager at Lexington, Ky., by Life & 
Casualty. He started as an agent at 
Nashville in 1938 and has been superin- 
tendent there since 1939, except for 
war service. 


McClelland General Agent 


W. G. McClelland, representing In- 
dianapolis Life in the Kokomo-Tipton, 
Ind., area, has been promoted to general 
agent. He has been with Indianapolis 
Life since 1927 and formerly was a dis- 
trict manager in that territory. He has 
been a member of the App-a-Week Club 
for 929 consecutive weeks. 


Nat'l Bankers Opens Utah 


Paul V. McDonald has been appointed 
by National Bankers Life as agency 
supervisor at Salt Lake City. His ap- 
pointment is a part of an expansion 
which will include the opening of dis- 
trict offices in Utah. Mr. McDonald 
for five years has been field manager 
with two other companies. National 
‘Bankers offices in Salt Lake City will be 
located in the Judge building. 


Am. Mut. Appoints Nygren 


American Mutual Life has appointed 
Earl Nygren general agent at Kansas 
City. He previously represented Bank- 
ers Life of Iowa there. 

He served in the marine corps. 











New N. Y. Agency Opened 


Prudential’s newly formed New York 
agency headed by Gerard B. Tracy has 
opened at 270 Park ave. Bernard J. 
Lyttle has been named assistant man- 
ager. He was formerly with Mr. Tracy 
at the Jamaica agency. Mr. Lyttle 
started with Prudential in 1947. 





Maxham Named Supervisor 


Floyd L. Maxham has been promoted 
to western department field supervisor 
for Bankers Life of Iowa at San Fran- 
cisco. He has been a member of the 
Cramer agency at Los Angeles since 
1948. He entered insurance field after 
seven years of high school teaching and 
coaching. Mr. Maxham was an all- 
American football player at St. Mary’s 
and is a navy veteran. 


Goodfellow Atlanta Mar. 


Charles E. Goodfellow has been ap- 
pointed manager at Atlanta for Phoenix 
Mutual after having been supervisor 
there for four years. He has had man- 
agement training at branch offices at 
Boston, Providence, St. Louis, Wash- 
ington and Pittsburgh. 


Editor Addresses Buyers 

‘Richard J. Thain of THe NiaTIonAL 
UNDERWRITER Staff will address a dinner 
meeting of Midwest Insurance Buyers 
Assn. on Nov. 29 on the pending wage 
stabilization board ruling in regard to 
group insurance and pensions. 


Kenneth M. Reed, director of pur- 
chases of Mutual Benefit Life, is chair- 
man of the conference of the general 
office buyers group of National’ Assn. 
of Purchasing Agents at New York 
Feb. 11-12. 

















Frank G. Beyer, of the (Reese agenc 
of Penn Mutual at Philadelphia, will 
mark his 50th year with the company 
this month. 


COMPANIES 


Ben Jack Cage Heads New 
Life Insurer of Tex. AFL 


DALLAS—Life Ins. Co. of Texy 
has been organized here by members 9 
American Federation of Labor in Te 
to be operated by Jack Cage & (% 
management firm, along with its fire 
and casualty affiliate, Ins. Co. of Texas 
Ben Jack Cage is president of both 
companies. 

The life company, owned by uniog 
labor, took over assets of Home L. & 4 
of Dallas, which in turn has sold jt; 
name and its credit life business to , 
syndicate headed by Frank Cain, Dallas 
attorney prominent in automobile finance 
circles. 

Both companies headed by Mr. Cage 
will double their capital by issuance 
of 20,000 new shares of $10 par. Pres. 
ently they operate in Texas and Long. 
ana, but plan to enter many other state 
in 1952, with nationwide operations ag 
the ultimate goal. 

Other officers of the life company 
are: Executive vice-president and sec. 
retary-treasurer, John G. Vaughan; vice. 
president in charge of public relations 
and advertising, Nile F. Ball, counsel for 
Texas Federation of Labor; vice-preg. 
dent in charge of Gulf Coast division 
at Houston, Albert Boggess, Jr., for. 
merly with the Texas department; 
vice-president and sales director, H, 
Glidden Wilson, Jr.; vice-president jn 
charge of underwriting, William Y., 
Barker; vice-president of claims, Stanley 
Prichard; vice-president of group de. 
partment, Louis F. George; director of | 





sales and training, Arthur J. Noble 
formerly with Allstate, and assistant 
secretary-treasurer, Marshall Bivens, 


Old Line’s 9-Month Record 


New paid-for business of Old Line 
Life for the first nine months totaled 
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Check these points — 


Centrally located just 45 minutes 
from the heart of Chicago in 
suburban Highland Park. 
Stately Georgian buildings sur 
rounded by 2! beautiful 

acres overlooking Lake Michigas. 
No commercial distractions, 10 
city turmoil. Keep your men fe 
gether in a quiet “country 
work-inspiring atmosphere. 
Privata beach and every recree 
tional facility on the grounds o 
close by. 

No extra charge for use of balk 
room and conference rooms 
varying sizes. 


Convention or sales groups given first preter 
ence year ‘round. Write for full Informatics. 
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10,695,548, bringing insurance in force 
to $144,040,074, a net gain of $5,413,590. 
Assets are now $43,333,940, a gain of 
$1,533,447. The interest yield on in- 
vestments this year showed one-third 
of a point improvement over those made 
in the comparable period last year. Pay- 
ments to policyowners and beneficiaries 
totaled $1,982,740. 


Up Texas Life Capital 25%, 
Directors of Texas Life have called 
a special meeting of stockholders for 
Dec. 11 to approve a 25% stock divi- 
dend, which would increase the capital 
from $400,000 to $500,000. Eight years 
ago the company declared a 100% stock 
dividend. 








Reward Sound Suggestions 


Checks have been awarded to 15 
members of Pacific Mutual’s home office 
staff for constructive suggestions. The 
rewards cover ideas accepted by the 
company’s suggestion plan committee 


' the past three months. Individual checks 


ran as high as $35 and one employe had 
two suggestions accepted. Women win- 
ners outnumbered the men 13 to 2. 





For 1952 John Hancock will continue 
the same dividend scale used in 1951 in 
ordinary and retirement annuity con- 
tracts. The rate of interest will likewise 
be the same. Dividends in effect during 
1951 for industrial policies will be con- 
tinued in 1952 with slight upward ad- 
justment for certain years of issue. Pres- 
ent formulas for group policy contracts 
will also continue. 





Manufacturers Life is the latest to join 
the growing list of companies using 
premium receipt on request. 





Sterling of Chicago has been licensed 
in Minnesota, bringing to 24 the number 
of states in which it operates. 


COMPANY MEN 


Equitable Names Friedman 
as Medical Representive 


Equitable Society has appointed Dr. 
Julius R. Friedman as medical repre- 
sentative at San Francisco. He will have 
medical supervision over the counties re- 
porting to the San Francisco, Sacra- 
mento, and Oakland agencies, as well as 
those in Idaho, Montana, Oregon, 
Washington and Wyoming. Dr. Fried- 
man received his M.D. at Long Island 
University and later served on the staffs 
of hospitals in Bayonne, N. J., and 
Yonkers, N. Y. After army service he 
was an examining physician on the staff 
of the Veterans Administration in Salt 
Lake City and San Francisco. 


Good Elected Secretary 


John P. Good has been elected secre- 
tary of Teachers Insurance & Annuity. 
He succeeds George E. Johnson, who 
continues as vice-president. Mr. Good 
has been with T.I.A.A. since 1949 and 
has served as assistant counsel since 
1950. Previously he was with the law 
fitm of Root, Ballantine, Harlan, Bushby 
& Palmer. 

Four new administrative assistants 

ve also been appointed. They are 
Helene Bernhardt, Margaret S. Cobban, 
Elsie M. Sautner, and Margaret P. 
Sherwin. 

Elected trustees were Ralph Him- 
stead, general secretary of American 
Assn. of University Professors; John I. 
Kirkpatrick, comptroller of University 
of Chicago, and Milton T. MacDonald, 














vice-president of Trust Co. of New 
ersey, 
flours Foreign Agencies 


The Caribbean area was visited by 
Richard Rhodebeck, president of United 
Life, in his recent four-week 


Peetcy inspection and investment sur- 














: rey trip. He visited Puerto Rico, Cuba, 


Venezuela, Curacao, Panama and Guate- 
mala, in a trip that covered 10,000 miles. 
Mr. Rhodebeck inspected the com- 
pany’s agencies, stimulated their sales 
efforts and investigated investment op- 
portunities with particular attention to 
the expansion of the company’s mort- 
gage investment program. 
Commenting on his trip in advance 
of his formal report to United States 
Life Mr. Rhodebeck said, “There is a 
great opportunity in these countries for 
properly integrated insurance program- 
ming to become as important a part of 
life as it is here in the United States.” 





Arthur B. Van Buskirk, vice-president 
and governor of T. Mellon & Sons, 
Pittsburgh, has been elected a director 
of Equitable Society. 








Manufacturers’ Dividends Up 


Manufacturers Life has announced a 
new amnual dividend scale for the 
United States and Hawaii effective Jan. 
1, 1952. The new scale shows increases 
from a minimum of 50c per thousand 
in the early years to approximately $3 
as the policies approach maturity. These 
changes will mean an increase of ap- 
proximately 25% over the total of pay- 
ments that would have been made on 
the 1951 scale. 


Mutual Benefit Scale Same 


Mutual Benefit’s 1952 dividend scales 
on both CSO and American Experience 
policies will be the same as in 1951. 
The rate of interest, 3%, applicable to 
settlement options, and the dividend 
accumulation rates, 3% for American 
Experience policies and 2.85% for CSO 
contracts, will be continued in 1952. 


Murrells Have Record Month 


Murrell Bros., California general 
agents for Mutual Benefit Life, sub- 
mitted $3,857,289 worth of business in 
October against a quota of $2,400,000. 
It was the largest volume of business 
submitted by any of the company’s 
agencies, and was the largest monthly 
volume submitted since the Murrells 
went to California in 1937. 


Hay Agency Leads Mutual 


The Hay agency of Mutual Life at 
San Francisco led all company agencies 
in October volume. The Brown agency 
at Grand Rapids placed first in policies 
sold, while the Myer agency at New 
York City was second in both cate- 
gories. The Persons agency at Chicago 
was third in volume, and the Blackman 
agency at Scranton placed third in pol- 
icies sold. 


Hedges Directs Ill. Course 


Bert A. Hedges, Business Men’s As- 
surance, Wichita, has been named di- 
rector of the disability insurance sales 
course at University of Illinois Dec. 
3-5, sponsored by International Assn. of 
A. & H. Underwriters. He will also 
serve as general director of. regional 
training schools to be held in some 20 
metropolitan cities in 1952. 


300 at Prudential Rally 


Nearly 300 Prudential agents from 
California, Oregon, Washington, Wyom- 
ing, Colorado and Utah attended “Top- 
notchers Business Conference” at Pasa- 
dena, Cal. Sidney V. Mitchell, Jr., di- 
rector of agencies at the western home 
office, was in charge. 

Speakers were James E. Rutherford, 
vice-president, representing the home 
office; Harry J. Volk, vice-president in 
charge of the western home office; Carl 
White, ‘director of agencies in the west- 
ern home office; Reggin Kiser, Salt 
Lake City; Harry Butcher, manager at 
Seattle, and ‘Harold Dolan, manager at 
Denver. 

















Pilot Covers N. C. Employes 


Pilot Life has agreed to underwrite 
group life and group A.&H. plans for 
the 3,500 members of North Carolina 
State Employes Assn. 





NEWS OF LIFE 


ASSOCIATIONS 





N. J. Assn. Plans Business 
Life Seminar at Newark 


The New Jersey Assn. of Life Under- 
writers will conduct a business life in- 
surance seminar at the auditorium in 
the Mutual Benefit Life home office 
in Newark on the. afternoon of Dec. 6. 

The seminar will consist of a lecture 
by Louis A. Manza, field training divi- 
sion supervisor of Metropolitan Life, 
with a question and answer period to 
follow. Mr. Manza’s talk will feature 
sales approaches based on federal estate 
tax from 706 and a key man and stock 
retirement sales presentation using sec- 
tion 102 of the internal revenue code. 


Cal. Mid-Year Dec. 14-15 


The mid-year meeting of the direc- 
tors, executive committee and past 
presidents council of California Assn. 
of Life Underwriters will be held at 
Bakersfield Dec. 14-15. The program 
includes a sales congress arranged by 
the Kern County association. 








Des Moines—Charles E. Cleeton, presi- 
dent of N.A.L.U. expressed concern over 
“continued inflationary and _ socialistic 


trends.” He said runaway inflation and 
socialism could seriously threaten the 
free enterprise system. He said the Na- 
tional association “is vitally opposed to 
any increase in the amount of social se- 
curity payments or any other encroach- 
ments of government on business.” 

San Francisco—E. J. Moorhead, vice- 
president of United States Life, spoke on 
“Eighteen, Nineteen, Twenty”—a pano- 
rama of life insurance selling based upon 
his experiences. 


Oakland-East Bay, Cal.—G. Cameron 
Hurst, Jr., New York Life, president of 
the San Francisco C.L.U. chapter, dis- 
cussed various phases of agency devel- 
opment and basic principles that tend to 
increase profits for the individual agent. 


Springfield, I1l.— Delmar Olson, vice- 
president and associate counsel of Mutual 
Trust Life, spoke on business insurance 
fundamentals. 


Davenport, Ia.— Delmar Olson, vice- 
president and associate counsel of Mutual 
Trust Life, spoke on fundamentals of 
business insurance selling. 


Washington, D. C.—Benjamin N. Wood- 
son, managing director of N.A.LU., is 
scheduled to speak. The Leaders Club 
will convene Nov. 29 to hear Lucien A, 
Mercier, Washington attorney, on solv- 
ing problems in business insurance. 

William J. Link, Prudential district 
manager, has been appointed a director 








With 108 modern, saleable Adult and Juvenile Plans, Riders and 





Coverages the Berkshire Life line is bigger, better and more 


complete than ever before! 


Catalogued in our Merchandise Chart and Portfolio of Cover- 
ages you'll find such sales-producers as the “Progressive Security 
Plan” which is typical of the many attractive contracts in our 


‘better-than-ever’ line. 


PROGRESSIVE SECURITY PLAN, 


Ultimate Age 1 — Ages of Issue 0:to 14 inclusive (Not available in New 
York State below Issue Age 5; however, Ultimate Age 5 — Return Premium 
is available Ages 0 to 4). 
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Illustration — Five units — based on Age 5 Male 
Annual Premium $266.75 


Guaranteed Cash Value at Age 65 


Dividend* Accumulations at Age 65 


Total 
Total Premiums to Age 65 


Excess Over Cost 


$20,300.00 
12,454.25 


$32,754.25 
16,005.00 


$16,749.25 


©The dividends in this illustration are neither estimated nor guaranteed, = 


are computed on 


same basis as the scale of dividends in effect on 


date of this illustration (July 1, 1951 Basis). Similarly, the interest rate 
assumed is that currently allowed on such accumulations. 
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and chairman of a committee to investi- 
gate the possibility of reorganizing the 
association. 

Manhattan, Kan.—W. W. Cook of Kan- 
sas City Life spoke on “Annuity vs. 
Other Types of Investments.” 

Dodge City, Kan. — Elliott Belden, 
Franklin Life, Salina, president of the 
Kansas association, addressed the South- 
west Kansas association, giving a “play- 
by-play” report of the N.A.L.U. conven- 
tion. He reported that the Kansas asso- 
ciation now has 723 members and all 
local associations have changed their an- 
nual meetings to May. 

Los Angeles—The one-act play “And 
Then There Were Two,” portraying life 
insurance in action, was presented by 
the Manhattan Players. Members who 
completed all assignments in examina- 
tions for the second year of the L.U.T.C. 
course were presented, as were members 
of the women’s division who qualified for 
the Quarter Million Dollar Round Table. 

Austin, Tex.— Enthusiasm and confi- 
dence in the service which he offers, 
confidence in himself and the desire for 
success were given as the essentials for 
the success of an agent by Norvelle J. 
Bush, director of agencies of Prudential’s 
southwestern home office. All these de- 
velop from accentuating the policy, Mr. 
Bush said. Fear comes from lack of 
‘knowledge. Eliminate fear and be con- 





fident, he urged. Accorditig to Mr. Bush, 
fear is the most insidious power which 
persuades men to leave things undone. 
Its antidote is knowledge. Apply tech- 
nical knowledge and know how to make 
the presentation and success is assured. 
Mr. Bush asserted that it is the way 
people think that makes them a success 
or a failure. Unfortunately, few persons 
realize the relation of what they think to 
their achievements. Positive thinking, 
Mr. Bush said, calls for definite planning 
and an attitude of feeling that the sale 
is made before actually calling on the 
prospect, 

Oklahoma City— The film “How I 
Raised Myself from Failure to Success 
in Selling,” based on Frank Betteger’s 
book, was shown. Reports on the na- 
tional convention at Los Angeles were 
given by Jesse T. Owens, Mutual Life, 
and Miss Pearle Easley, Massachusetts 
Mutual. 

Waukesha, Wis.—Lewis Stocking, Mil- 
waukee attorney, spoke on “Estates” at 
the November dinner meeting of the 
Waukesha County association. Margaret 
Wyatt, a $250,000 producer, was honored 
for having qualified for that group. 

La Crosse, Wis.— George Nixon, past 
president of the Western Wisconsin asso- 
ciation, and instructor of life insurance 
at the LaCrosse vocational school, pre- 
sented Harold E. Krause, assistant man- 
ager of Metropolitan, a C.L.U. certificate. 
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AMERICA TRULY THANKFUL 


for the men who saw with clear, unflinching 
eyes the nation to be — who fought, as we 
too have fought, in the cause of freedom, 


humanity and brotherhood. 


that we are free, in a world of prejudice and 
intolerance — free to live and speak and act 
and work and worship as we choose — free to 
elect our leaders and make our laws — free to 
make our mistakes and correct them. 


This is the greatness of America and in our 
prayer of thanks we would be strong that no 
power may ever be allowed to destroy this 
freedom of ours. 


PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 


Indiana 
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PROTECTION 


Agency 


Franchises Available 


INDIANAPOLIS INDIANA 


Madison, Wis.—Stacy B. Merchant, 
Chicago, educational director of Mutual 
Trust Life, discussed “Prospecting—the 
Foundation of Sales,” at the November 
luncheon meeting. 

Oakland-East Bay, Cal.-—G. Cameron 
Hurst, associate manager at San Fran- 
cisco of New York Life and head of the 
Cc.L.U. chapter there, spoke on “princi- 
ples that increase profit’—observations 
based upon actual field and agency de- 
velopment activities. 

Logansport, Ind.— Virgil W. Samms, 
associate director of technical services 
at Purdue University, spoke on “This 
Business of Being a Life Underwriter.” 

Michigan City, Ind.—Mrs. Ruth Lane, 
manager of the local social security 
office, explained the social security pro- 
gram for the self-employed business 
man. 

Cineinnnati—Selling is about 75% men- 
tal attitude, R. H. Threlfall, supervisor 
of Great-West Life, Minneapolis, de- 
clared. The agent’s toughest competitor 
is his own mental attitude. A. L. Bondi, 
Metropolitan, president, stated that total 
membership is now 425 and an objective 
of 600 has been set, which can be reached 
with the cooperation of every one. Mr. 
Bondi presented women’s quarter million 
dollar round table certificates to five 
qualifiers. W. W. Wray, John Hancock, 
awarded the L.U.T.C. certificates. Elsie 
Doyle, Union Central, urged support for 
the Christmas party sponsored by the 
association for the children of the Sequin 


~ MANAGERS 


Schwemm at Milwaukee 


Earl M. Schwemm, Chicago manager 
of Great West Life, will speak on “Rais- 
ing the Sights of Your Men” at a din- 
ner meeting of Milwaukee managers 
Nov. 30. 
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Stewart to Speak at S. F. 


Recent trends in operations of agencies 
and producers, based upon his own 
observations and actions as well as 
those reported by other companies, will 
be discussed before San Francisco Gen- 
eral Agents & Managers Assn. Nov. 
26 by Harry J. Stewart, president of 
West Coast Life. He will also review 
some -of the high points of the recent 
L.I.A.M.A. meeting. 


San Diego Cashiers have planned a 
Christmas party Dec. 8. 








Metropolitan Makes Four 
Changes in Field Setup 


Metropolitan Life has made _ these 
field changes: : 

Frank J. Albanese has been appointed 
manager of its Walnut Hills district at 
Cincinnati. A C.L.U., he joined the 
company in 1934 as an agent at Hamil- 
ton, O., and later became assistant 
manager there. He returned from mili- 
tary service in 1945 and subsequently 
became a field training supervisor in 
the company’s central territory. More 
recently he has been acting manager 
at Walnut Hills. 

Richard E. Gamble has been ap- 
pointed manager at Mansfield, O. He 
joined the company as an agent at 
Cleveland in 1933. After service as an 
assistant manager at Toledo, he _ be- 
came a field training instructor in 1947 
in the company’s central territory and 
subsequently a field training supervisor. 
Most recently he has been a division 
supervisor. 

Forrest M. Holmes has been. ap- 
pointed manager at Summit, N. J. He 
joined the company in 1940 as an agent 
at Milville, N. J. After military serv- 
ice he returned to his former position 
and later was promoted to assistant 
manager. In 1948 he became a field 
training instructor in the Atlantic Coast 
territory and subsequently a training 
supervisor and a field training division 
supervisor. 

Gilbert C. Templeton has been ap- 
pointed manager of the Glass City dis- 





trict at Toledo. He joined the company 


—_—= 


in 1931 as an agent at Indianapolis ay 
later became assistant manager 4 
Lafayette, Ind. In 1940 he became, 
field training instructor in the centr 
territory. More recently he has beg 
manager at Mansfield. 


Tax Men Discuss Big 
Policy Portfolio Change 


Tax counsel and advance underwri. 
ing specialists from several home gf 
fices were present at the Decennial Jy. 
stitute on Federal Texation sponsore 
by New York University. 

One of the features of the ten dj 
session was a morning devoted to «& 
tate planning problems. The _ chairma 
was Rene A. Wormser, New York City 
attorney. : 

A panel consisting of Venan J. Ale. 
sandroni, New York attorney, Stuay 
McCarthy, assistant counsel, Equitab) 
Society, and Daniel Auslander, Mass. 
chusetts Mutual, New York City, dis. 
cussed the tax problems arising out oj 
the reorganization of a heavy life jp. 
surance portfolio. 

The problem discussed was that ofa 
Mr. Jenks whose family had an 
gregate of about $500,000 of life insyr. 
ance in 14 different policies. He had 
concentrated his family financial security 
program. in life insurance investments 
and was concerned at having put af 
of his eggs into one basket. The que. 
tion posed to the panel said that t 
inflation has worried him _ because jt 
reduced the purchasing value of his jn. 
surance and he was troubled that further 
inflation might further destroy or deci- 
mate the protection he had planned for 
his family through insurance.” 

The group discussed the tax problems 
that would be created by the yarioys 
alternatives open to him in his attempts 
to reduce his premium outlay without 
reducing the aggregate protection of his 
family by any substantial amount. The 
experts dissected every facet of this 
“have your cake and eat it too” propo- 
sition. 


New National Officers 
Named by Cashiers Assn. 


New officers of National Life Agency 
Cashiers Assn., elected at the annual 
meeting at Dallas, hold similar posts 
in the Dallas chapter, in accordance 
with custom. They are: President, Mrs. 
Sally Jones, Great American Reserve; 
vice-presidents, Douglas G. Hendrix, 
Southland Life; Douglas ‘Brown, Great 
National, and Bob Moomaw, Kansas 
City Life; secretary, Mrs. Paula S. Dur- 
fee, State Mutual; assistant secretary, 
Miss Eleanor Appling, Guardian Life, 
and treasurer, Francis Hamann, Jeffer 
son Standard. 


Plan Los Angeles Association 
of All Insurance Groups 


LOS ANGELES—Forty-three off 
cials of Los Angeles life, casualty and 
fire insurance organizations, as individ- 
uals, attended a meeting to formulate 
plans for ‘organization of an insurance 
association embracing all branches of 
the business. A tentative draft of a 
constitution was presented and a cof 
mittee was named to continue. the work 

The proposed constitution provides 
that the organization shall take no pub 
lic stand on any issue; neither shall it 
lobby for or against any proposed legis 
lation. Activities in this field would bt 
left to the separate associations. Met 
bership would be limited to the tw 
senior executive officers of any associt 
tion, the membership being on an it 
dividual basis, so long as the me 
holds office in his organization. 

Another meeting is scheduled ft 
Dec. 12. 
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Carl M. Spero, independent, Ne 
York City, president of American 20 
ciety of C.L.U., was honored at. 
luncheon in New York by the life # 
surance division of the Federation’ 
Jewish Philanthropies of New York. 
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Combination Company Training 


(CONTINUED FROM PAGE 2) 





— 
yote many months to training these field 
supervisors direct from the home office. 
They are reindoctrinated in the funda- 
mentals of the business, reviewing all 
the aspects of the job. In most of the 
companies, these field supervisors ap- 
arently do not train agents in the field 
direct. Their function 1s to supplement 
training job, which the district manager 
js expected to do on his assistant man- 

ers. They go out into the field and 
work with the individual assistant man- 
agers, watching these assistant managers 
make direct sales, watching how these 
gssistant managers handle their men, 
conducting clinics for the assistant man- 
agers and also conducting clinics and 
round tables with various groups of 
agents in selling techniques. : 

These field trainers are the link be- 
tween the home office and the, assistant 
managers. Other than this, apparently 
not too many of the companies concern 
themselves with direct training of the 
assistant managers or the agents. In 
the combination field, the district man- 
ager is a key man in the training process 


Fine Business Stationery 
is Watermarked 


“OTTON-FIBER PAPER 


FOR THE 
NSURANCE BUSINESS 


“Say it’ on Fox River cotton-fiber paper, and it 
will always be there! Cotton-fiber assures per- 
manence for policies, special settlements, office 
forms, all vital correspondence. Hardest file- 
handling hardly shows. Stays white for years 
«+ has that currency-feel that makes an impres- 
sion of stability. Ask your printer for bond, 
onion skin, or ledger samples ... . or write 
FOX RIVER PAPER CORP., Appleton, Wisconsin. 
Makers of fine papers since 1883. 
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and is expected to do most of ‘the train- 
ing of assistant managers and of agents. 


ORDINARY CLINICS 








An exception to this is the interest 
shown by many of the companies lately 
in offering ordinary training through the 
home office agency department to cer- 
tain of their best qualified agents. These 
companies are conducting regular re- 
gional clinics and sessions to train their 
men in business insurance, and some 
of the advanced programming tech- 
niques. Generally it seems to be felt that 
training the agent for his job is best 
handled through the manager and the 
assistant managers beyond these special- 
ized training courses for the best men. 

It became clear that the training men 
are conscious today of a sharp difference 
between knowledge for knowledge sake 
and training for specific selling skill in 
salesmanship. Many of those present 
seemed to feel that too much knowl- 
edge has been pushed into the heads 
of field men without the additional re- 
quirement that these men develop the 
selling skills to make this knowledge 
usable. 

Mr. Kreder described a program for 
explaining casualty coverages to the 
managers which his company began a 
year ago. This program gets away from 
college-type lecturing. The heads of the 
managers are not filled with knowledge, 
the emphasis of the course is on skill and 
selling A. & H. During a four-day ses- 
sion, the managers get together in geo- 
graphical groups for practice sessions 
in which they must learn an approach 
and a close and must match their wits 
in practice “buzz” sessions against 
sharp-shooters who can throw at them 
every objection in the book. After 14 
or 15 hours of real practice in carry- 
ing sales objections and in advancing 
A. & H. sales ideas, Metropolitan has 
found that these managers go back to 
their agencies really fired with know- 
how. Results lasting three months or 
more from the time the managers return 
from these sessions show that A. & H. 
premiums in the agencies of these clinic- 
trained managers rise as much as eight 
times. 


Assistants Carry the Ball 


One company has discovered that a 
really lively form of training for man- 
agement is to hold a regional meeting 
attended by district managers where the 
assistant managers are assigned subjects 
and get up and tell what they know. 
These people have found that the youth- 
ful and enthusiastic assistant managers 
really have something to say. The 
process serves the effect of stimulating 
the older managers who are subject to 
the youthful ideas presented by the men 
under them. 

There was a great variety in the num- 
‘ber of times a year when conferences 
for district managers and assistants are 
held, generally most companies have 
them at least once a year on either a 
regional or home office basis. Some com- 
panies have them at more frequent in- 
tervals. These meetings seem to usually 
be held for about one day’s duration 
though some companies hold them for 
as long as three days. Some of the com- 
panies hold these conferences not for all 
their managers but for those managers 
with special problems and weaknesses. 
The design is to get them together to 
solve some of these problems them- 
selves. Some of the companies inter- 
sperse among these managers. with 
weakness two or three managers who 
are particularly strong to carry the ball 
in the sessions. Usually such therapeu- 
tic sessions are subtle enough so that 
they do not amount to carpet-calling 
sessions. 

It developed that Prudential and 
Washington National are pioneers in the 
direction of allowing the district man- 
ager complete autonomy in hiring men. 
Washington National has had a year’s 





experience in this practice and reports 
that the system works very well, that 
the quality of agents has, if anything, 
improved since home office approval was 
not required in most cases where agents 
are hired. Prudential has_ recently 
adopted this practice in conjunction with 
its general theme of decentralization. 
They have not yet had enough experi- 
ence to evaluate the caliber of the 
agents brought in under this system, 
but their feeling is that home office ap- 
proval is but an unnecessary delay, 
hindrance and reflection on the au- 
tonomy of the district manager who, 
except in a few specified exceptional 
cases, should have the right to appoint 
men without home office approval. 
Generally the area of home office re- 
sponsibility in agent training seems to 
be defined as that of drawing up train- 
ing material and seeing that the material 
is available to the managers and their 
staffs. Not too many of the companies 
do much in the direction of continuous 
training for so-called established agents, 
concentrating their training on the new 
men, except in the direction of special- 
ized training for exceptional established 
agents. There was a feeling expressed 
by several that the older agents have 
been neglected, have been turned over 


to L.U.T.C., C.L.U., and other excel- 
lent agencies, but that the companies 
have a certain responsibility in their 
behalf and have not measured: up to it. 
Some of the companies conduct courses 
for their agents in which weekly lessons 
are graded by the managers, and some 
of these companies also offer an assist- 
ant managers training. course which is 
handled in the same way. These com- 
panies give out diplomas to those who 
successfully complete the courses. At 
this point, there is a certain divergence 
in practice between companies offering 
such courses. Some of them tie the 
diploma in with a production require- 
ment, feeling that knowledge is useless 
unless it is reflected in increased sales. 
Others do not have any production 
requirement for their diplomas. 





One of the largest suggestion awards 
in the history of Mutual Benefit Life 
was presented to Arthur W. Garrabrant 
for his suggestion that an IBM punch- 
card system of tabulating the G. I. 
and F. H. A. loans be installed in the 
city investment department. This has 
enabled the company to handle an ever- 
increasing volume of F. H. A. and G. I. 
loans. 
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family will need monthly income. 


Is it 17, 23, 372 Never mind. Occidental will 
write its Family Income plan for that exact num- 
ber of years. Our Family Income pays monthly 
benefits fo the selected age of the beneficiary. 
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Term policy that continues or renews as long 
as the income period. Or we’ll write it without 
a basic policy. (We call it Income Protection in 
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WIDE RANGE IN TRAINING 


(CONTINUED FROM PAGE 2) 





training and methods used; and the 
follow-up and evaluation of training. 

Mr. Doolin said Fidelity Mutual's 
general agents all sell life insurance and 
the company feels the best way to train 
new agents is for the general agent to 
train them in his way of selling. The 
company feels there is no one best way 
of training but that there is a best plan 
for each general agent, and that is his 
own plan. The home office’s function 
is to help the general agent develop his 
own plan, keep him stimulated and to 
check on the progress the general 
agents are making. 

Mr. Walsh said Home Life is at the 
opposite pole from Fidelity Mutual in 
degree of discretion left to agency heads. 
Home’s two-week home office basic 
training school brings the new agents 
to a pretty even level, so that when the 
agent goes back to his agency the trainer 
there knows just what level of skill the 
new man has reached. 


Material Is Field Tested 


Mr. Phelps said Mutual is roughly 
between the Fidelity Mutual and Home 
Life degrees of control. The company 
develops material in actual field testing 
so that it is well accepted by the man- 
agers. But there is plenty of opportunity 
for the manager to build on the founda- 
tions supplied by the home office. 

Mr. Rollo said Great-West operates 
in widely diversified territory and hence 
training on anything other than an in- 
dividual agency basis would be ex- 
tremely difficult. 

Mr. Spence said American United 
feels that its general agents should take 
full responsibility for the first month. 
The company then tries to have a trainer 
at the agency for the next few months. 
After six months the new man goes to 
a home office school. The general agent 
also goes to the school if he hasn’t 
attended before, as it is important for 


him to know why the new man_ is 
being taught what the school is giving 
him. 





BASIC SIMILARITY 


Mr. Doolin emphasized the differences 
between agents’ sales methods. How- 
ever, Mr. Keller said that there is a 
fundamental similarity in pattern among 
agents and this pattern should be for- 
mulated for the benefit of all agents. 

Mr. Phelps said there is probably less 
difference than is generally assumed be- 
tween sales operations of managerial 
and general agency companies. It is 
still a matter of offering a man a better 
system than the one he is using and 
most men know how far short their 
present methods fall. 

Mr. Keller said that despite the close 
control that State Farm has over its 
managers, it is still necessary to sell the 
training program to them. Otherwise 
the program gets nowhere. 


Some Found Antagonistic 


Mr. Phelps said that when Mutual 
started its training program a number 
of managers were definitely antagonistic. 
Now there are none that are antago- 
nistic but with some it is a case of the 
spirit being willing but the flesh weak. 

In answer to a question from the 
floor, Mr. Keller said State Farm first 
brought in its state directors and had 
them put on a school at which they were 
both teachers and students. Then they 
went back and held schools for local 
managers. The latter learned how to 
master an organized sales talk and teach 
it to their agents. Schools proved an 
eye-opener to managers on what could 
be done with organized sales talks. 

Mr. Phelps said Mutual’s training 
staff members are picked from the ranks 
of assistant agency managers, making 
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sure that the assistant manager, who 
is to become a home office training as- 
sistant, is really a good trainer and 
doesn’t just owe his apparent success to 
being under an extra-able manager. 
These men have home office training, 
including seminars and training schools 
that the training assistant helps run, 
and assignments to agencies where they 
do training. 

This on-the-job training is extremely 
valuable to the training assistant and to 
the manager. Out of the first 52 weeks 
the man spends 20 to 25 weeks in the 
field. Asked about bringing families of 
training assistants to New York City, 
Mr. Phelps said the company does so 
and pays the expenses if the man wants 
it done. About half do. 


CONFERENCES 


Mr. Doolin says that Fidelity Mutual 
works with its general agents at home 
office conferences to develop in a de- 
tailed way their training programs 
geared to their own individual methods. 
Everything in the loose-leaf training 
manual that the general agent evolves 
at the conference is his own, because he 
put it there. 

However, the home office makes sure 
that the general agent formulates his 
plan along sound lines, with emphasis 
on early production and close field 
supervision in the early months, among 
other things. 


Home’s Like Mutual’s 


Mr. Walsh said Home Life’s plan is 
much like Mutual’s for training-assist- 
ants, whom Home calls field assistants. 
Mr. Walsh said Home makes consider- 
able use of recording machines to meas- 
ure improvement in conducting inter- 
views and to check on progress resulting 
from training. 

The company also made a recording 
of the latest club convention for the 
benefit of the agents who didn’t qualify 
for the convention but who actually need 
such education and stimulation more 
than those who did qualify. 

Mr. Spence said American United 
doesn’t judge the general agent on the 
basis of what he sells with the new 
agent on joint interviews but rather 
on what the agent does later on. This 
takes the pressure off and lets the 
trainer do a better job. 


Continuous Training 


The discussion on problems of con- 
tinuous training, including established 
managers and general agents, was 
opened by Mr. Doolin. He said Fidelity 
Mutual does it through home office con- 
ferences every two or three years. 

State Farm holds a series of man- 
agers’ conferences. Material from these 
is put in writing and is the basis of a 
manual for managers. Conferences help 
familiarize the managers with the or- 
ganized sales talks. This is essential to 
effective teaching of these talks. 


DRAWN BY LOT 











agency superintendent, speaking from 
the floor in answer to a question, make 
use of a “model agency” to demonstrat 
its material. 
velop production club members, th 
managers wanted to know how it wa 
done. Then the managers, even the 
established ones, came in and took the 
home office course. 

The model agency also produces goog 
agents and supervisors. New agents are 
paid salaries and do exactly as they ar 
told. Emphasis is not on production, 
because they are often given new sale 
talks to try out, but even so, the pro. 
duction is better than average and ample 
to warrant the salary paid. 


Interest Is Spontaneous 


Mr. Keller agreed that often the beg 
way to introduce a training program js 
to go ahead in one agency and pretty 
soon other managers ask that the same 
program be put into their agencies, 

Home Life had the same sort of 
model operation in the home office byt 
its manager, John H. Evans, found oy 
how much money he could make oper. 
ating it as an agency and it is now the 
Evans agency, ranking second in the 
company in production. Home Life 
plans to start the model set-up again as 
soon as it gets the right man for its 
manager. 


LONGER VISITS 


Mr. Smith said a survey of typical 
managers and general agents showed 
they felt visits from home office agency 
executives are too infrequent, too short, 
and not preceded by enough notice to 
permit the manager to prepare ade. 
quately for the visit. 

Mr. White pointed out that agency 
department people are human, too, and 
don’t like to be away from home more 
than necessary. He said this indicated 
a need for more home office people who 
can make field trips. 

Mr. Spence said American United sug- 
gests that general agents recruit no one 
unless the general agent or an assistant 


WANT ADS 


Rates $13 per inch per insertion— | inch mini- 
mum. Limit—40 words per inch. Deadline Tues- 
day morning in Chicago office — 175 W. Jack. 
son Blvd. Individuals placing ads are requested 
to make payment in advance. 
THE NATIONAL UNDERWRITER 
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ACTUARY 


Associate or Fellow under age 40, pralerells 
with pension experience to head actuarial 

in Detroit Office of national pension consulting 
firm. Permanent position, excellent opportunity, 
group insurance and pension benefits. All re- 
plies confidential. Send full particulars of edu- 
cational background, experience, family respon- 
sibility and other pertinent information to 
H-94, The National Underwriter, 175 W. Jack 
son Blvd., Chicago 4, Ill. 








Mr. Spence said about half of each 
of American United’s general agents’ 
meetings is devoted to training. Man- 
agers are drawn by lot to give the or- 
ganized sales talk at these meetings, so 
they have to keep in practice. 

Mr. Smith said Connecticut Mutual’s 
continuous training program includes a 
series of clinics for general agents. They 
are given information, and ideas on how 
to use it. Each general agent attends 
every two years, and at his own ex- 
pense. 

This year the topics were agency 
management, recruiting, and training. 
Seminars run five days. 

Once every two years Home Life has 
a gathering of all managers and in the 
alternate years it runs a series of 
regional meetings for managers. 

Discussion of follow-up and evalua- 
tion of training brought from Mr. White 
a remark on the difficulty of watching 
the trainer observe the man he has 
trained making a sale. 

Canada Life, said R. G. MacDonald, 


POSITION WANTED 
WITH SOUTHERN COMPANY 


Supervisor age 39 wishes home office agency or mas- 
agerial connection in South. College graduate, jeur- 
nalism and teaching background, good production ret- 
ord. Minimum income requirement $7,200. For full 
details Address H-97, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 








GROUP SALES REPRESENTATIVE 


Will be available about January Ist. Ten years 
experience both home office administrative and 
field sales direction. Familiar with all lines of 
roup. Strong personal production 
jarried: college graduate. Address H-9, The 
National Underwriter, 175 W. Jac bivd., 
Chicago 4, Illinois. 








SUPERVISOR WANTED 


An 82 year old life insurance company has 
opening in their Chicago office. Salary plus oe 
write. The nerson must have a successful soles 
record and preferably some experience in recruiting 
or management work. No traveling or transfers t® 
other cities. Address J-5, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 
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nas 300 hours he can devote to training. 
Realization of the time needed for train- 
each recruit has quite a sobering 
igluence on recruiting. 

Great-West has a system of reports 
put the real test, Mr. Rollo said, is the 
results as interpreted by the agency 
oficer on his visits to the agencies. This 
rocedure yields a very accurate and 
realistic appraisal of what goes on. 
Home Life requires a monthly report 
on the new man for the first six months 
and then a report on the ninth and 12th 
months. : : 

Home Life believes in formal reports 
pecause it has a definite program it 
wants to check on. Informal reports, 


Mr. Walsh said, are either too brief or 
too voluminous, depending on the man- 


ager. 

Mr. Phelps said there must be co- 
ordination of the various aspects of 
training, the danger being that there 
will be so much emphasis on one phase 
that others will be neglected. 

Organized training for managers is 
even more necessary than for agents, 
said Mr. Keller. 

“It’s not what you tell a man that 
counts; it’s what he accepts.” Mr. Doolin 
quoted this statement by the late Frank 
Davis, former agency vice-president of 
Penn Mutual, as being a vital point in 
all training activity. 











SELL MANAGEMENT ON TRAINING 


(CONTINUED FROM PAGE 2) 





Participants were Mr. Fritsche, Charles 
E. Gaines, vice-president and agency 
director of Great National Life; Harold 
W. Gardiner, educational director of 
Northwestern Mutual; Seth C. Macon, 
assistant superintendent of agencies of 
Jefferson Standard; Mr. Reed, and 
‘4aron M. Royal, manager of field train- 
ing of Penn Mutual. 

There was general agreement that 
the degree of control over agents’ train- 
ing tends to reflect the kind of financ- 
ing being done, or the lack of it, al- 
though it was brought out that this 
should not be the case, since if the 
agent is financing himself it is really 
more important that his training be 
efectively directed. 


Customers vs. Clients 


Mr. Gaines drew a distinction between 
training and education of agents, saying 
that training will get customers for the 
agent but only education will enable 
him to create clients for himself and 
become a “career underwriter.” He said 
that a man calling himself a “career 
underwriter” looks silly going back 
later on to a man he has previously sold 
and giving him the same sales talk over 
again. 

Mr Macon said that his company uses 
training as an aid in recruiting. 

Mr. Reed said Travelers’ also uses its 
schools in this way and points to the 
success of graduates to support its 
contention that new men should stick 
to what they are taught rather than 
going off on their own hook very much, 
at least at first. 

Mr. Gardiner said Northwestern Mu- 
tual general agents say that the outline 
of the company training course is a 
potent factor in getting new agents to 
jon the company. 


said Travelers aimed to make the new 
man feel comfortable in his new sur- 
roundings, establish long-range finan- 
cial objectives, infuse in him the spirit 
of the business and the company, and 
give him the fundamentals of sales 
promotion. 

Penn Mutual uses a two-week school 
and Mr. Royal feels this is the mini- 
mum that schools should run. Mr. 
Zalinski said most schools seem to be 
one to two weeks. 

Mr. Fritsche said attendance of new 
agents at pre-field training was excel- 
lent and the results were so good that 
many older agents had enrolled for 
the course. 

Mr. Gaines exhibited a picture book 
which has proved effective in destroy- 
ing the agent’s fear of prospecting. 

Its pictures illustrate half a dozen 
basic needs situations, which seem to 
be more potent than words in remind- 
ing centers of influence of people in 
like situations who might be prospects. 


Photographs Have Impact 


For example, showing the picture of 
a young ‘business man, the agent asks, 
“Who is the most promising young 
business man you know?” With a photo- 
graph of a wedding the agent asks about 
men who might have recently married 
or are planning to marry. 

These pictures seem to stick in the 
center of influence’s mind. He may call 
up the agent later on as appropriate 
prospects come to mind. 

The pattern generally followed ap- 
pears to be to start the agent on a 
simple package sale to get some money 
rolling in. There was also general 
agreement that coaching on the job is 
a good plan, even though it is hard to 
find trainers who can and will do it. 





JOB DESCRIPTIONS 


“LEANERS” 








Mr. Gaines said the weakest link in 
agent training is the type of job descrip- 
tion available to show a new agent. He 
sid training should include analyzing 
his market and showing him what his 
job is within that market. 
James Adams, regional manager at 
Birmingham for American National, em- 
phasized the importance of getting in 
witing a commitment from the pros- 
pective agent that he will take the pre- 
scribed training course. . 
Northwestern Mutual takes care of 
this by having its general agents under- 
stand that an agent’s contract is can- 
tlled if he doesn’t complete the 
‘ompany’s short course within a speci- 
period after induction. 
Asked if this requirement applies to 
fecruits previously in the business, Mr. 
diner said yes, adding that such 
an agent must have changed companies 
use he saw something in North- 
western Mutual that the other company 
lacked and hence he had a right to 
ve it explained to him. 

sked about job descriptions, Mr. 
acon said Jefferson Standard has an 
outline covering the agent’s first 13 
[posed and indicating what he is sup- 
Posed to do. Travelers has a volumi- 
tous outline for life and accident cover- 
ing the first 12 months. 
iscussing pre-field training, Mr. Curtis 





While some feel that coaching on the 
job develops “leaners,” Mr. Gardiner 
said that idea is usually promoted by 
managers who don’t want to go out and 
tackle the difficult job of coaching. He 
said the trainer should first demonstrate 
how to handle the interview and then let 
the agent take over more and more. 

The trainer, he said, should conduct 
“post-mortems” in such a way as to 
put the emphasis mostly on what the 
agent did that was good, thereby build- 
ing the new man’s confidence. 

Mr. Gaines said his company makes 
recordings of post-mortems and thus 
can point out any failure to remedy 
errors that showed up in earlier post- 
mortems. 


Can’t Tell Without Coaching 


Mr. Gardiner said that without coach- 
ing on the job the trainer doesn’t really 
know what the trainee said but only 
what he thinks he said. 

Real coaching on the job saves a lot 
of time in sizing up a man’s strengths 
and weaknesses, Mr. Zalinski observed. 

Mr. Gardiner said some general agents 
are excellent salesmen and like to take 
the new man along. Others are mainly 
good administrators and it is a mistake 
for them to do coaching on the job. 

If the manager doesn’t like to do 
joint work, let an assistant manager 


do it, Mr. Macon suggested. 

Travelers now runs a five-week pre- 
field school at the home office but is 
considering shortening it and delaying 
it until completion of the agent’s first 
quarter, thereby avoiding schooling a 
lot of potential failures, said Mr. Reed. 
A show of hands by the audience, re- 
quested by Mr. Reed, showed that very 
few companies run home office pre-field 
training courses. 


MUST KNOW COURSE 


Mr. Reed mentioned that since it is 
not possible to practice with real pros- 
pects at a home office school, it is essen- 
tial for the agency manager to be 
familiar with what. is taught at the 
school or it will lose 90% of its effec- 
tiveness. 

Discussing record-keeping for the 
new agent, Mr. Gaines said Great Na- 
tional uses “Calls to Clients,” published 
by the National Underwriter Co. It 
enables the agent to analyze his record, 
including where he got the sale, the 
average premium and the average size 
policy. 

“I think we are missing a bet if we 
fail to insist on simple records and 








check up on them,” said Mr. Zalinski. 
“If you were playing golf and couldn’t 
see where you’d hit the ball, you wouldn’t 
learn much.” 

Northwestern Mutual has a well es- 
tablished weekly reporting system. This 
enables the company to tell the agent, 
on the basis of his own records, how 
many calls, prospects, etc., he needs 
per week to achieve his quota and how 
much money he makes every time he 
makes a sales presentation—even how 
much he makes every time he turns a 
doorknob. 

Even where a manager or trainer 
is not given a highly detailed training 
procedure, it was agreed by all that 
it is desirable to provide a track to 
run on. 

Jefferson Standard, for example, speci- 
fies, for a 13-week course, material for 
the agent to study, things to be done 
in conference with the trainer, and what 
the agent should do in the field that 
week. 


Barnes Speaks at Hartford 


Donald F. Barnes, director of promo- 
tion and advertising of Institute of Life 
Insurance, spoke at a meeting of the 
Advertising Club of Hartford Nov. 21. 











American United’s Agency Department has 





been successful because it has learned to 
practice the famous hat trick. When it 
comes to preparing new sales tools, fitting 
policies to demand, helping out with field 
problems . . . all the boys use the hat trick. 


The famous hat trick, as you probably 
know, consists of rising from your swivel 
chair, reaching for your hat, and GoINc 
INTO THE FIELD where the sales are made. 






A good trick, that one. It keeps home 

office thinking in close tune with trends all 
over the country; it keeps American 

| United representatives happy, because sales 

| __ ideas and solutions to problems originate 

| with them; in fact, the hat trick seems to 

: pay off all the way around in a harmony 

of understanding that creates sales records 

H in a relaxed atmosphere. 











— - Se ~ 





AMERICAN UNITED LIFE INSURANCE COMPANY 
HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 
INDIANAPOLIS, INDIANA ‘ : 
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Sales Ideas and Suggestions | 


Veterans’ Benefits Important 
in Insurance Programming 


Practically every agent now includes 
a discussion of social security benefits 
and intregrates them with private life 
insurance in sales conversations with 
his prospects or policyholders. 

But veterans’ benefits are often 
equally important in a family insurance 
program. If the agent ignores them or 
doesn’t understand how they apply to 
the individual case, he may lose thous- 
ands of dollars for the widows or chil- 
dren of veterans whose insurance affairs 
he handles. 

For example, the widow of every 
World War I veteran is entitled to a 
government pension and the widow of 
a World War II veteran, with a service 
connected disability, is aisc entitled to 
one even though he dies from a cause 
that has nothing to do with his dis- 
ability. But the widow doesn’t get the 
pension if she has other income, includ- 
ing social security and life insurance 
benefits, of $1,000 per year or $2,500 per 
year with dependents. By neglecting to 
consider the effect of these regulations 
upon receipt of veterans’ benefits the 
agent may be rendering a dis-service 
rather than a service to the people who 
trust in him. 


Knowledge Essential 


A working knowledge of pensions to 
veterans’ dependents is very important 
to the agent since the veteran who 
qualifies for them has this firm founda- 
tion for family security. But there are 
various pitfalls to be avoided in con- 
sidering them. Besides, a knowledge of 
pension benefits has proven to be a po- 
tent force in selling for many agents. 
In many instances the topic can be an 
“in” to an interview. 

Most company educational material, 
and services such as the “Diamond Life 
Bulletins” contain the information an 
agent should know. 

Regulations are continually changing, 
however. A call at the local office of 
the veterans administration may be nec- 
essary on individual cases. 

The importance of including veterans’ 
benefits in a life insurance program is 
brought out by the hypothetical case of 
a veteran of World War II, married 


with no children, who has been receiv- 
ing compensation from the VA for a 
service connected disability. Assuming 
he dies from a cause which has no con- 
nection with the disability, in general, 
the law provides for a lifetime monthly 
pension of $42 for his widow, providing 
her “other income” does not exceed 
$1,000 a year. If she has dependent 
children, her “other income” limit would 
be $2,500. Income from the government 
insurance is not considered “other in- 
come” but social security, private insur- 
ance and practically all other forms of 
income are so classified. 

Suppose that the widow’s only “other 
income” is from private insurance and is 
set up under a lifetime income option, 
not subject to withdrawal in full or in 
part, and will provide a lifetime income 
of $85 a month. That amounts to 
$1,020 annually. But, because this is 
$20 greater than the $1,000 “other in- 
come” limit, she is not eligible for the 
$42 monthly pension. Over a thirty 
year period, for example, she would 
lose pension benefits totaling $15,120. 

An agent who knew veterans’ bene- 
fits could have avoided this loss for her. 

Under the law, private insurance pro- 
ceeds paid in a lump sum, or under an 
option giving the beneficiary the unre- 
stricted right of withdrawal, are consid- 
ered to have been received at the time 
of death. The full amount is counted 
as income in the calendar year of the 
veteran’s death even though the bene- 
ficiary does not withdraw the proceeds. 
Aside from interest under the interest 
option, any monthly income received 
under the options will not apply against 
the “other income” limitation. If. the 
widow has been given the right of un- 
restricted withdrawal of the proceeds, 
she would receive the pension every year 
except in the calendar year in which her 
husband died. 

If she left the proceeds with the com- 
pany to provide a monthly income, she 
would have a yearly income of $1,020 
from private income, plus $504 yearly in 
pension benefits. By including the un- 
restricted right of withdrawal in the 
policy the total of her income would 


then be $1,524 instead of $1,020 as under 
the original plan. 

The loss could also have been avoided 
in another way. Perhaps the wife is in- 
clined to spend money loosely and the 
veteran husband does not wish to give 
her the unrestricted right of withdrawal. 
He could arrange to have the policy 
provide a lifetime income of not more 
than $80 a month, or $960 a year, with 
any balance of the proceeds to be paid 
to the beneficiary in cash, or held under 
an option with full right of withdrawal. 
This would give the widow an income 
of $960 from private insurance plus the 
lump sum in the first year. The follow- 
ing year and afterwards she would have 
$960 plus $504 in pension benefits. Her 
total income would then be $1,464 in- 
stead of only $1,020 as under the orig- 
inal plan. 

If the private insurance proceeds had 
been set up to provide an income for a 
certain number of years annually, and 
the proceeds not subject to withdrawal 
in full or in part, the insured could have 
reduced the monthly income payable 
from $85 to $80 and used the difference 
to extend the income period. 

The method used should be decided 
upon by the husband and wife. 


Law Complex, Varied 


It is important to realize that a great 
many laws apply to various pension 
benefits and compensations for veterans. 
They vary with the war he served in, 
and whether he served during war or 
peace. One set of rules applies to serv- 
ice connected deaths, and another ap- 
plies to non-service connected deaths. 

The example above was of a World 
War II veteran receiving compensation 
from the VA for a service connected dis- 
ability, and who died from a cause that 
had no connection with the disability. 
If it had not been for the service con- 
nected disability, his widow would not 
have been eligible for any pension. But 
if he had been a World War I veteran, 
the disability requirement would not 
apply and the pension would be payable. 
In the future, of course, the disability 
requirement for World War II veterans 
may be dropped. 

Also, if death had been caused by a 
service connected disability, his depend- 
ents would have been eligible for com- 
pensation benefits without the “other 
income” limitations. This applies to 
veterans of both world wars. 


can be done by mail, writing policyhold- 
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16 Specitic : 
Questions Help Ge 
New Prospects 


One of the sales aids suggested fey 
use by Mutual Benefit Life’s first yey 
leading agents at their recent conve. 
tion in New York City was a series of 
16 prospecting questions. 

The series of questions points oy 
that “every agent has learned that j 
he asks for names of prospects in, 
general way, chances are the perso 
questioned won’t be able to think 9 
any. On the other hand, if he asks, 
specific qualifying question, such 4; 
Do you know anyone recently married: 
he will probably get a good lead jn. 
stantly—tollowed by several more. 

“Such a qualifying question is essen. 
tially a prospecting tool, and successfy} 
agents find them very effective in build. 
ing a continuous flow of new prospects 
Here are 16 of these prospecting ques. 
tions collected from many sources: 


Questions Are Listed 


“Mr. Smith, if you were planning to 
go into the life insurance business who 
are the first three people you would 
call on? Whom do you know who 
could write a check for $50 without any 
trouble? What men do you know who 
are making more money today than 
they were a year ago? Do you know 
anybody who has recently been pro. 
moted or transferred? Who has just 
moved into your neighborhood, or out 
of your neighborhood to some other 
part of the city? Who is your most 
successful competitor? Who is the most 
successful person you know in your 
occupation? What is your brothers 
occupation? Your uncle’s, etc. Who do 
you know who has a son aged 10? Do 
you know anybody recently married? Do 
you know any families with a new baby? 
Do you know any family that has just 
purchased a home or is looking for 
one? What young man in your con- 
pany seems to have a good future? Who 
is your family doctor? Do you know 
anyone starting a new business? Do 
you know anyone beginning the practice 
of his profession? 

“Why not try some of these questions 
every day on policyholders, prospects 
new acquaintances, friends, neighbors, 
centers of influence. In some instances it 


ers and asking them as a favor to fur 
nish names of two or three persons sug- 
gested by such questions as_ those 
above.” 


October Record Month 
for State Mutual Life 


Sparked by a contest in honor of 
Robert H. Denny, agency vice president, 
State Mutual Life reports an all-time 
record for October in ordinary submit- 
ted business. The total of $14,437,196 on 
1,796 applications exceeded any October 
in the company’s 106 years of business. 
On Mr. Denny’s birthday, Oct. 17, 2 
applications for $1,852,201 were written. 
_ State Mutual showed a gain of 
in its ordinary paid business for Octo 
ber, the figure of $10,305,473 also setting 
a new record for the month. 


Moftfly Named to Chicago 


Provident Mutual has appointed Wil 
liam T. Moffly, Jr., agency supervisor a 
Chicago. Mr. Moffly joined the compaty 
in 1928. In 1950, he was appointed a 
sistant manager of agencies. : 











New Company in N. Y. 
Provident Life & Casualty of Chat 
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ubmit Reports, 
how 1951 Progress 


A condensed picture of the accom- 
plishments of 23 of its 26 committees 1s 
presented in the L.I.A.M.A,. annual re- 
of committees for 1951 submitted 
to the annual convention at Chicago, 


Jast week. j ’ 
Highlights from the printed report 


follow: 
” . H. Frank Vesser, General 
American — In addition to sponsoring 
the second annual A. & H. spring meet- 
ing during 1951, the committee members 
individually worked with companies con- 
sidering entry into A. & H. and added 
4, & H. material to the association's 
fles. A recommendation is being pre- 
ed on the activities the association 
should conduct for member companies 
writing A. & H. and life. A subcom- 
mittee is working on a follow-up of the 
149 A. & H. buyer study to determine 
the persistency of this business, : 
Advisory council on life, training, Vin- 
cent B. Coffin, Connecticut Mutual — 
New this year, the council has repre- 
sentation from all organizations inter- 
ested in agent training. It surveyed the 
entire field of training and published the 
brochure “Training for Today’s Life 
Underwriter.” 


Two Research Reports 


Agency costs, Roger Hull, Mutual 
Life — Active this year have been six 
subcommittees. From two of them 
came the research reports “Clerical Sal- 
aries in Life Insurance Agencies” and 
“Financing the New Agent.” Another 
subcommittee on first-year and renewal 
field costs will have a report soon. Con- 
tinuing research on general agency ex- 
pense allowance, home office agency de- 
partment budgeting, and special com- 
mission practices is being done. : 
Agency management training advis- 
ory, William P. Worthington, Home 
Life of New York — Another joint com- 
mittee, this one represents N.A.L.U. 
and the American College as well as 
LILA.M.A., and surveys the area of 
management training. Under considera- 
tion this year were: the schools in agen- 
cy management, the American College’s 
management conferences and recom- 
mendations for their improvement. A 
subcommittee is also studying the prob- 
lem of training assistant managers. 
Canadian companies, A. E. Wall, 
Confederation Life — This committee 
has advised the association staff on spe- 
cial research projects for Canadian com- 
panies. At a meeting for all companies 
operating in Canada to be held at the 
annual meeting, the committee has 
planned for speakers to discuss the apti- 
tude index scoring system, agency costs 
and the work of the relations with uni- 
versities committee. The committee has 
also been interested in French transla- 
tions of association publications. 
Combination companies, William J. 
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Hamrick, Gulf Life — A booklet on the 
job of the combination manager was 
proposed by the committee and is in the 
works. A subcommittee on costs in the 
combination agency is also active. Other 
subcommittees have been cooperating 
with the quality business committee and 
the education and training committee. 

Education and training, Raymond C. 
Johnson, New York Life — One project 
undertaken by this group is the prepara- 
tion of a set of manuals to cover all 
areas of the manager’s job. Work on the 
manuals will continue. The second an- 
nual training conference was held Nov. 
15-16 during the annual meeting and 
was planned by this committee. 

Human relations, Ralph D. Louns- 
bury, Bankers National — At the sug- 
gestion of the human relations commit- 
tee, the association staff completed a 
research survey on home office visits to 
agencies. The major. projeat of the com- 
mittee has been in undertaking a com- 
plete research project in the human re- 
lations aspect of the association. 

Large companies, Robert B. Coolidge, 
Aetna Life — Another new committee, 
it is devoted to the interests of larger 
companies in the membership. The 
group conducted a highly successful 
spring conference for chief agency offi- 
cers of large member companies and 1s 
organizing a similar conference to be 
held in 1952. 


L.U.T.C. Sets Record 


L.U.T.C., Orville E. Beal, Prudential 
of America — A report on L.U.T.C. 
shows that in a little more than four 
years, almost 10,000 field men through- 
out the nation have participated in the 
course. The council reports, too, in- 
creased prestige for the L.U.T.C. in- 


structor and for agents completing 
L.U.T.C. 

Membership, H. S. McConachie, 
American Mutual — Twelve companies 


were elected to. membership in the as- 
sociation during the past year. They are: 
Amicable Life, Waco, Texas; Commer- 
cial Travelers, Salt Lake City, Utah; 
Farmers Life, Des Moines; Forenade- 
Framtiden, Stockholm, Sweden; Home 
Friendly, Baltimore; La Laurentienne, 
Quebec; Lutheran Mutual; Old Ameri- 
can Life, Seattle; Palmetto State Life, 
Columbia, S. C.; Security State Life, 
Boise, Idaho; Toronto Mutual Life, and 
World Insurance, Omaha. 

Public information, Richard E. Pille, 
Mutual Benefit — Major accomplish- 
ment of this committee was the estab- 
lishment of a complete advertising, di- 
rect mail and public relations library of 
company practice at association head- 
quarters. This material will be avail- 
able for the use of all member com- 
panies. 

Quality business, James H. Cowles, 
Provident Mutual — The national qual- 
ity award was presented during 1951 to 
7,875 underwriters in the United States 
and to 1,191 in Canada; this was the best 
year in its seven-year history. 


Colleges Join In 


Relations with universities, C. B. 
Metzger, Equitable Society — Eleven 
deans of business administration schools 
met in Hartford for two days this spring 
with this committee. Purpose of the 
meeting was to tell them more about the 
life insurance business and to get their 
views on how life insurance can do a 
better job of getting information to the 
colleges. Another important project. of 
the committee was the summer fellow- 
ship program which had 18 insurance 
teachers studying in life insurance home 
offices last summer. The speakers’ bu- 
reau of the committee, since the spring 
of 1950, sponsored 61 lectures on the 
philosophy and history of life insurance, 
how life insurance works. Career oppor- 
tunities in the business have been ar- 
ranged at 44 colleges across the nation. 

Research advisory, J. A. McAllister, 
Sun Life of Canada — The committee 
approved the research plans of the asso- 
ciation in the areas of selection, evalua- 
tion, training and supervision, opinion 
and attitude. cost and compensation, 
markets and company practices. An- 
other shift approved will lead the re- 
search program to invest less effort in 


studies with an industry-wide base and 
more in the investigation of factors at 
the field level. 

30th anniversary, Vincent B. Coffin, 
Connecticut Mutual — This committee 
Was appointed to plan appropriate anni- 
versary events for the association’s 30th 
year. It arranged for an open house 
at the association’s new building for 
staff members and their families and 
for other events which were cancelled 
following the death of John Marshall 
Holcombe, Jr. 

Reports of the following committees 
are also included in the published re- 
port: annual meeting, Grant L. Hill, 
Northwestern Mutual; audit, Wrayburn 
M. Benton, Massachusetts Mutual; com- 
pensation, E. J. Moorhead, United States 
Life; cooperation with other organiza- 
tions, C. W. Arnold, Kansas City Life; 
field personnel, Edward R. Hodgkins, 
Paul Revere Life; finance, Guilford 
Dudley, Jr., Life & Casualty;* small 
companies, James E. Scholefield, North 
American L. & C, 

Other committees of the association 
are: Distribution, W. Rankin Furey, 
Berkshire Life; ways and means, Sam 
E. Miles, Provident L. & C., and nomi- 
nating, D. Gordon Hunter, Phoenix 
Mutual. 


FRATERNALS 
Aid Association Wisconsin 
Group Elects Officers 


WAUSAU, WIS.—Officers elected at 
the annual sales conference here of the 
Wisconsin agents of Aid Association 
for Lutherans were Carl Truebenbach, 
Green Bay, president; Walter C. Kopp- 
lin, Milwaukee, vice-president; Clar- 
ance S. Marten, Appleton, secretary- 
treasurer; Eilford Bergelin, Wausau, 
and Everette Jorgensen, Weyauwega, 
new directors. 

The traveling trophy was presented 
by Herbert G. Benz, national agency 
director, to Fred C. Bammel, West 
Bend, leading producer in Wisconsin 
with a $1 million record for the past 
year and recipient of the trophy for the 
fourth time. Mr. Benz also announced 
plans for celebrating the 50th anniver- 
sary of Aid Association next year, and 
the completion of a new 10-story home 
office building at Appleton at a cost of 
$2% million. 


Modern Woodmen Appoints 
Platt Field Supervisor 


R. H. Platt, assistant superintendent 
of agents for Modern Woodmen, has 
been named field supervisor. He has 
been with Modern Woodmen since 1928, 
for nine years in Lincoln, Neb. For 
15 years he has edited “The Axe,” the 
society’s monthly publication for agents. 

He is a fellow of Life Office Man- 
agement Assn. and holds the F.I.C. 
degree. 














Morris Named Actuary 

Robert E. Morris has been named 
actuary of Maccabees. He succeeds the 
late John E. Little. Mr. Morris has been 
assistant actuary since 1933. 





In observance of his 25th anniver- 
sary with Aid Association for Lutherans, 
A. H. Blankenburg, general agent at 
Appleton, Wis., entertained his agency 
force and their wives from Appleton, 
Neenah, Menasha, Fond du Lac, Clin- 
tonville, Weyauwega and Oshkosh. 
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group. New business issued and paid-up 
during October amounted to $14,644,926, 
of which $11,872,426 was ordinary and 

2,772,500 group. Total insurance in force 
Nov. 1 was $1,662,018,463. 

State Mutual Life marked an all-time 
record month in ordinary sales totaling 
$14,437,186 in its October campaign hon- 
oring R. H. Denny, agency vice-president. 
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RECORDS 


VIRGINIA & GEORGIA 





Jefferson National Life agents wrote 
more than $3 million of new business in 
October, the biggest month in the com- 
pany’s history. 

New business issued and paid-for in 
Bankers Life of Iowa the first 10 months 
showed a gain of about $5% million over 


the same period a year ago. The total 
Nov. 1 was $164,337,304, of which $109,- 
488,011 was ordinary and $54,849,293 
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Panel Covers Field 


(CONTINUED FROM PAGE 1) 





Mr. Wallace said that A. & H. is hav- 
ing the most phenomenal growth that 
any line of insurance has had in the 
lifetime of any of those present. He 
mentioned that in 1940 the A. & H 
premium income was $332 million and 
that in 1950 it was $1.8 billion, or an 
increase of 551%, while the life busi- 
ness during the same period increased 
70% in premium income. He said that 
the gain for 1950 in A. & H. was 20% 
and that projected on a 10-year basis 


this would result in a 620% increase 
in the next 10 years. 
Mr. Wallace mentioned the great 


number of life companies that are en- 
tering the business and said that most 
of those that are not in it are consider- 
ing it. He predicted that all life com- 
panies will get into A. & H. and added 
that if anyone present was betting that 
Northwestern Mutual wouldn’t, “I’ll lay 
you an even bet that it does.” 

Mr. Wallace called attention to the 
huge outlay for all forms of medical 
expense, amounting to about $10 bil- 
lion a year, which he said included ex- 
penditures for Hadacol. 

He said that according to his figures 
it looked like at least a $7 billion poten- 
tial premium income for the A. & H. 
business in the future. 


A. & H. NEOPHYTES 


Answering the question as to what 
a life company should consider in en- 
tering the A. & H. field, Mr. Wallace 
pointed out that most problems are 
not in the area of agency management, 
but in such matters as claims, under- 
writing, and the like. He said that mer- 
chandising A. & H. is no different in 
principle from life insurance. 

As to agency problems, Mr. Wallace 
said. that it creates something of a ques- 
tion as to whether to use life insurance 
salesmen that a company has, or set up 
a separate force. He said it is almost 
always better to use the life agents. 
Another question is whether it is ad- 
visable to add an A. & H. specialist to 
the life executive staff. He said it is 
for the bigger companies but prob- 
ably is of doubtful necessity for the 
smaller companies, and for the very 
small companies, it is certainly of doubt- 
ful wisdom. If an A. & man is 
added, he should have had life insur- 
ance experience. 

As to the problem of retraining old 
men to sell A. & H., Mr. Wallace said 
that there is a problem “because you’ve 
been cussing A. for 50 years.” 
He said that it was admittedly an em- 
barrassing situation, but it had to be 
faced. For the new man, there is the 
question of whether to give him training 
in life insurance first or A. & H. first, 
or both together. Great American Re- 
serve does both together. There is no 
danger, he said, of a man going all the 
way to being a specialist in either A. 
& H. or life . 


Production Club Credits 


As to the question of fitting A. & H. 
production into a company’s production 
club, Mr. Wallace said that some com- 
panies use $40 of A. & H. premium 
as the equivalent of $1,000 of life in- 
surance production. However. he con- 
siders it infinitely better to base qual- 
ification on commission. His company 
uses $15 of commission as the equiva- 
lent of $1,000 of life insurance produc- 
tion. 

Mr. Wallace said the most important 
matter is for the agency executive to 
get his thinking right. He should get 
the concept that A. & H. is life insur- 
ance and not fire insurance. A. & H. 
is insurance on human life values. Why 
does anybody buy life insurance or save 
money? he asked. The reason is because 
the supply of money may stop before 
the need stops, he said. No program of 
personal insurance can be a_ balanced 
one when it leaves out A. & H. The 
important concept is that A. & H. is 








just another need-package, like read- 
justment income or mortgage retirement. 
It is just another tool in the life in- 
surance man’s kit. Men want and need 
A. & H. and they are going to get it, 
he said. The only question is whether 
they get it from life insurance men or 
from the state or federal government. 


Blue-Collar Market 


W. R. Jenkins, vice-president of 
Northwestern National, indicated that 
he was not troubled by statements in 
recent months about the so-called “blue- 
collar” market being neglected. Mr. Jen- 
kins said that there is such a wide range 
in types of agents that if any vacuum 
exists it will quickly be filled. He said 
that if there has been any tendency to 
neglect certain areas, it is because busi- 
ness has been so good in others, that 
the fact that the blue collar market has 
not been saturated with life insurance 
is nothing to be ashamed of, but rather 
a cause for sales managers to congratu- 
late themselves. 

Mr. Jenkins also commented on the 
statement frequently made that life in- 
surance premiums account for so much 
smaller a percentage of the national in- 
come than formerly. He pointed out 
that back in the depression days when 
life insurance premium income was 
around 9% of the national income, it 
was due to a tremendous fall in dis- 
posable income that had taken place, 
about 50% in three years, and was not 
due to any superior sales work having 
been done for life insurance. He said 
that if the life insurance sales force 
had been increased to maintain this 9% 
ratio, it would have to have been 15 
times its present size and it would now 
be necessary to cut it down drastically. 
He predicted that while people may be 
shying away from life insurance as an 
investment today because of the con- 
tinuing devaluation of the dollar, when 
the trend goes the other way, buyers 
will be back buying life insurance for 
investment. 





PARKER ON GROUP 





J. G. Parker, president of Imperial 
Life of Canada, said he felt group has 
a definite place in life insurance, that 
it spreads knowledge of life insurance 
among the public and good will for the 
business, and covers many people non- 
medically, who would otherwise not be 
covered. On the minus side is the em- 
ployment of the loose terms such as 
“suaranteed net retention.” 

Mr. Parker said that often this term 
is misstated and misunderstood. Letters 
on net retention often cover many var- 
iables over which an insurer has no 
control. Too often a buyer assumes he 
has a guaranteed rate. Another situa- 
tion that sometimes arises is when an 
insurer is striving for a sale and finds 
itself in competition and then “finds 
new facts” which “justify” a reduction 
in the rate originally quoted. This 
creates a wrong impression in the pub- 
lic mind as to the soundness of life 
insurance computations. 

Another danger cited by Mr. Parker 
is the piling up of group insurance on 
top executives, many of whom may be 
uninsurable. 

He deplored “switching” of group 
business as producing an excessive cost 
for the buyer. 

Stuart F. Smith, vice-president of 
Connecticut General, explained his com- 
pany’s attitude on brokerage business, 
and its recent decision to develop this 
type of production through brokerage 
agencies in major cities rather than 
having it handled through the local full- 
time agency. Mr. Smith said that it is 
nearly always found that when broker- 
age and full-time operations are carried 
on in the same agency, one is subsidized 
by the other, financially and in the 
manager’s time and interest. 

Richard C. Guest, vice-president of 
Massachusetts Mutual Life, discussed 


the proposed revision of the New York 
expense limitation. His observations are 
reported elsewhere in this issue. 

Other talks at the L.I.A.M.A. meet- 
ing were reported in last week’s issue. 





Proctor Reviews Two Plans 
for Business Insurance 


KNOXVILLE, TENN. — “Business 
insurance is a means by which you 
can not only save on taxes, but also 
may be able to save your business when 
you are gone, regardless of whether 
you are sole proprietor, have a partner- 
ship, or are a closed corporation,’ E. T. 
Proctor, Nashville general agent of 
Northwestern Mutual, said in address- 
ing the Life Underwriters Institute at 
University of Tennessee. 

“Since high taxation and cost of liv- 
ing prevent the accumulation of wealth 
today, a business man (sole proprietor) 
may have some junior executives take 
out life insurance on him (the owner) 
in order to have the money to buy the 
business on his death. He may do this 
by two methods—lend them the money 
to buy the insurance or raise their 
salaries sufficiently so that they may 
buy the insurance. (The wage freeze 
hampers the latter.) These methods are 
sensible tax-wise because the employes 
are in a lower wage bracket and won’t 
have to pay as much tax as the em- 
ployer, and the raise in salary is legiti- 
mate business expenditure. 

“In the case of a partnership where 
the business is required by law either 
to be liquidated or another partner 
found to replace the deceased partner, 
firm protection may be accomplished in 
two ways, a cross-purchase of buy and 
sell agreement with life insurance on 
either partner in the amount needed to 
buy his share of the business may be 
used. This method protects both the 
partner and the deceased partner’s family 
in a sound and tax-saving way. Money 
from such a policy is tax-free to the 
firm. Another method is to get insurance 
money to indemnify the company until 
some minor child of the deceased part- 
ner is old enough to take over his work. 

“In the case of a closed corporation, 
the above applies, only tax angles are 
more important because a corporation 
will have the extra corporation taxes.” 





United Grants Franchise 
to Markus Organization 


The Roy C. Markus organization of 
Cleveland is now representing United of 
Chicago in Kansas, Pennsylvania, Michi- 
gan, Ohio and Illinois and under present 
plans will open branch offices in Texas, 
Indiana, Missouri, West Virginia, Vir- 
ginia, Maryland, and Washington, D. C. 

United has granted Mr. Markus an ex- 
clusive franchise for the sale of a special 
line of commercial policies in these 
states. These policies, which also in- 
clude A. & H. benefits, willbe written 
in combination with various life plans. 

The Markus organization comprises a 
total of more than 100 full-time field 
men headed by E. C. Markus and J. D. 
Bain, Chicago; Sidney J. Bertin, De- 
troit; Jack and Burt Borman, Pittsburgh, 
Joseph Weiss, Kansas City, Kans.; Sey- 
mour Levy, Cleveland. 

Mr. Markus was for many years with 
World of Omaha. 


Shattuck Address Draws 350 
to Milwaukee Trust Meeting 


More than 350 attended the Milwaukee 
Life Insurance & Trust Council to hear 
Mayo Adams Shattuck, Boston attorney, 
speak on “Protection Procedures.” Mr. 
Shattuck outlined some of the procedures 
used in planning for family, business and 
estate protection. Of key importance to 
estate planning, he said, was an overall 
design. He listed as essential elements 
liquidity at time of death, a reliable team 
of trustees to handle the estate, flexi- 
bility and broad powers in the hands of 
the team, sensible consideration of each 
individual case, and legal validity and 
clarity of expression in writing trusts. 
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Guest Sees Few 
Immediate Change; 


(CONTINUED FROM PAGE 1) 
a. 
much longer deferred than is the cag 

in most commercial pension plans, 
Mr. Guest said that during the lag 
few months several companies have ap. 
nounced increases in first-year commis 
sions, for example, 10% across the boarj 
in one company, an extra 5% to bri 
a commission rate previously reduce 
below 50% back up to 50% in two cop. 
panies, and an extra 5% on all tem 
policies and on other plans of ingy. 
ance up to age 65 where the Policy 





pany. 

This tendency, Mr. Guest said, migh 
develop into a trend but it is too ear 
to tell until companies reexamine thei 
compensation rates following probabk 
changes in New York legislation, 

Mr. Guest said that although the con. 
panies have a common interest, ther 
are so many conflicting views expresse4 
publicly and privately about compens. 
tion and the New York limitation o 
expense that it is not surprising that 
has taken upwards of three years fy 
an industry committee to produce whit 
may evolve into a constructive revision 
of the New York law. 

Signposts for Changes 

He said that the generally admitte 
weaknesses in the present New Yor 
statute and the much publicized aims of 
the industry-proposed legislation point 
pretty directly to what might be ex. 
pected in the way of change. 

For one thing, the proposed uniform 
control of general agency and manager 
operations would permit more rational 
and more effective handling of the gen- 
eral agency system, particularly in rel 
tion to the establishment of new general 
agencies or the replacement of general 
agents in offices already established, 
Then, the recommended separation of 
agents’ compensation from the annual 
expense report, coupled with an agency 
expense limit more closely related to 
the incidence of costs, should minimize 
difficulties over which companies have 
had little control, for example, varia 
tions in volume of new business and 
the expense incurred with reference to 
death claims, disability claims and the 
use of settlement options. 

“Particularly significant is the precise 
definition contained in the proposed 
legislation of the agents’ compensation 
limit applicable to agents within general 
agency operations as clearly as has been 
the case with agents within the branch 
office system,” he said. “This should 
clear up many misunderstandings which 
have existed between management and 
the field. 

“Two observations may safely be 
made in relation to New York expense 
control. First, companies which have 
had difficulty in conforming with the 
present statutes have been mostly cot- 
cerned with the limits exercised through 
the annual accounting to the New York 
insurance department of first year and 
other expenses. Secondly, within 
general agency companies, the level 
agents. compensation has _ depended 
upon the earnings of the general agent 
within the over-all commission limit” 





Detroit Receivership Ends 


LANSING, MICH.—Policies of the 
defunct Western Union Ins. Co. of De 
troit will be taken over by Great Lakes 
Mutual of Detroit, insurance department 
officials have announced. 

Circuit Judge Coash signed the order 
which ended receivership administered 
by Theodore Lubergen of the insurance 
department. : 

Assistant Atty.-Gen. Maurice M 
Moule said Great Lakes would assume 
full responsibility for Western Uniot 


pated. The company had $1,250,000 
surance in force. 

Most of the Western Union employs 
will be absorbed by Great Lakes. 
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| | I | DOWN GOES 
i werk name ena’ THE DOLLAR 


We don’t have to go all the way back to 1776 to discover 
balance how the dollar has plummeted in value. But many of our 


men find it helps get a story across to the reluctant prospect. 
improves performance 


They point out that back in those days a law in effect in 


: : Rhode Island set these price ceilings: 
From childhood’s earliest 


moments... balance is 
essential to progress. 


Milk to be sold for no more than nine cents a 
gallon; tobacco for five cents a pound; barbers 
can charge only 314c per shave; the carpenters 
So, too, in a life insurance can receive 70c per day, and a night’s lodging is 
set at five cents. 
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company, continuous 


achievement is aided by a favorable It starts Mr. Prospect thinking, not just in terms of the 
balance of past history, present contrast between now and 175 long years ‘ago, but between 
now and just 10 short years ago. Which, of course, is exactly 


rogress, and future plans. 
bn csiae P what we wanted him to do in the first place. 


Fidelity is a well-balanced 
company. 
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Y. ~ NORTH AMERICAN 


Life and Casualty Company 


Founded 1896 
HOME OFFICE: MINNEAPOLIS, MINNESOTA 
. H. P. SKOGLUND, President 































Me personal insurance service! 


IV] Life 
lv] Health 
lv] Accident 














lV] Group 
lV] Salary Savings 
4) Franchise 
lV] Hospitalization VY Wholesale 


lY) Medical and Surgical lV] Brokerage 
Reimbursement 
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+ 9s the PWS Value + 
that Counts 


W hen you can offer your assured HEALTH 
—ACCIDENT and HOSPITALIZATION in addi- 


tion to the usual LIFE insurance program, then 
Ends you are in an enviable position. If you want to 
ics Oe Registered Life Protection know more about this ideal combination, write to 
Co. of De Wm. D. Haller, Vice President and Agency 


reat Lakes 
‘epartinal Manager. 
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si Ti Theo. P. Beasley, President Home Office: Dallos 
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UNITED 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


Life insurance in force exceeds $345,000,000.00 Concerd, New Hompshire 
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A NORTHWESTERN MUTUAL POLICYHOLDER. Mr. Peet began his life insurance program with this company sixteen years ago. 
He regards his Northwestern Mutual policies as basic elements in his personal estate plans. 


This simp C arithmetic may make a rea 


difference in your fami ys security 


A practical suggestion that every father should consider, by GERALD D. PEET 


President, Wallace & Tiernan Sales Corporation, Newark, New Jersey 


**- READ recently that the amount of life insur- 
I ance owned, on the average, is less than the 
family’s yearly income. 

“This means that upon the loss of the money- 
earner, many families cannot maintain their accus- 
tomed standard of living for even a single year. 

‘And so often this unhappy situation is brought 
about by a simple misunderstanding. 

“Too frequently, people compare the face value 
of their life insurance with the savings they have 


managed to accumulate over the years. Viewed 
this way, the amount may look impressive. But 
when it is set alongside the daily living expenses 
which it must cover for the family, it may prove 
to be far from sufficient. 

‘Every man with the responsibilities of a fam- 
ily should make it a habit to review his life in- 
surance program regularly. And he should evalu- 
ate it only by a square look at the facts as to what 
it will do for his dependents.” 


Lhe NORTHWESTERN MUTUAL 


MILWAUKEE, WISCONSIN 
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WHY POLICYHOLDERS ARE SO LOYAl 


TO NORTHWESTERN MUTUAL... © 


HIS company is one of the six largest. 
more than 90 years’ experience and ant 
standing reputation for low net cost insurane = 
This emphasizes that there are significant @ 
ences among life insurance companies. It is} 
reason why each year nearly half the life insumt 
issued by this company goes to those who 
ready policyholders in the Northwestern Mutt 
Have you reviewed your life insurance prog 
within the last two years? You'll find a dish 
advantage in calling upon the skill and underst 
ing of a Northwestern Mutual agent. q 


Life /nsurance Compal 


APPEARING IN: SATURDAY EVENING POST, NOV. 3; NEWSWEEK, DEC. 3; TIME, DEC. 17 
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